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"9 averaged a sale a 
day hor thee yea” 


GEORGE SACKS 


Lansdale, Pa. 
August 1, 1954 


Chas. E. Becker, President 
Franklin Life Insurance Company 
Springfield, Illinois 

Dear Sir: 

| completed my sixth full year with Franklin yesterday and it 
makes me exceedingly happy to ponder over the things | have 
been able to accomplish in so short a time. 

My opinion as a newcomer to the insurance business, was that 
a man should be able to retire in 20 years. With the degree of 
success | have been able to attain | really believe | could retire 
within a 10 year period from the date of my contract with Franklin. 
However, | doubt if | will ever stop working entirely. 

| get a bang selling our Exclusives and my bank account gets a 
“boom.” Yesterday, | made five sales for a total of approximately 
$400 in premiums .. . the sales consisted of two PPIP, two Home 
Protectors, one Ordinary Life. 

I never count my volume but concentrate entirely on the number 
of sales made ... always aim for one sale per day and am happy to 
state that | have averaged a sale a day for the past three years. 
By adhering to this objective, the volume takes care of itself, but 
more important, it also provides me with commission checks great- 
ly in excess of my needs. 

In celebrating my sixth anniversary with Franklin | want you to 
know how happy | am. I see no reason why the average man who 
gets started with us could not attain a similar objective . . . if he 
really wants financial independence. To me there is nothing 
“extraordinary” about making a sale a day in the “Ordinary” 
business when one has PPIP, JISP, and Home Protector in his sales 


kits. 
Sincerely, 


George Sacks 








An agent cannot long travel at a faster gait than the company he represents. 


Lhe Friendly 
LIFE comeany 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over a Billion Six Hundred Million Dollars of Insurance in Force 
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YOUR COMPANY 

















Did you ever stop to think that just about 
the only direct contact your policy owner ever has 
with your Company is through you? 


Both you and your Company are judged by the job 
you do. Your policyholder looks to you for the 
proper handling of his life insurance affairs. 
Your Company backs up the promises you sell. 


This confidence—or prestige—or whatever you call it, 
does not come easily. It must be earned through 
conscientious service, backed up by thorough 
Each of us in the life insurance busi- knowledge of your product. 
ness has a continuing responsibility: 
to render professional services to the 





Thousands of times each day—all over the country — 
you and your fellow underwriters are representing 


millions of free Americans who i if r 
stand to benefit by our counsel. Let your companies to the American public. 
us not neglect our responsibilities The combined result of your efforts is 


and our opportunities. overwhelmingly satisfactory. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 














THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the Nationa: Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill, U.S.A. 58th 
year, No. 40, Friday, October 1, 1954. $7 per year (3 years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as second class matter 
«une 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 

















ee ee 


So tampa 








3.A. 58th | 
s matter 


Waheas 


Zhe NATIONAL UNDERWRITER 


58th Year, 'No. 40 
October 1, 1954 





President of LAA 
at Cincinnati Rally 


Record Crowd Hears 
Top Speakers on LAA 
Functions, Opportunities 


By GEORGE E. WOHLGEMUTH 


CINCINNATI—The many aspects 
and facets of the advertising and sales 
promotion man’s work were brought 
out by key speakers who developed 
the central theme “Life Advertisers 
Assn. Men Wear Many Hats” at the 
association’s annual meeting here. The 
attendance of 260 was one of the larg- 
est recorded since LAA was organized 
in 1933 and the huge display of sales 
promotion material probably reached 
a new peak in quality and quantity. 
Some 100 companies were represented 
by exhibits. 

A new high of 435 indivdual mem- 
bers, representng 212 companies, was 
reached by LAA membership. 

The following officers were elected: 
A. H. Thiemann, New York Life, pres- 
ident; Al B. Richardson, Life of Geor- 
gia, vice president; Morgan S. Crock- 
ford, Excelsior Life, secretary; William 
L. Camp, III, Connecticut Mutual, 
treasurer; George Pease, Equitable of 
Iowa, editor. 


The executive committee includes 
Jack R. Morris, Business Men’s Assur- 
ance (retiring president); Edwin P. 
Leader, Bankers Life of Nebraska; 
Robert S. Kieffer, Metropolitan Life; 
Harvey Kesmodel, Jr., Sun Life, Bal- 
timore; Hal R. Marsh, Jefferson Stand- 
ard Life; Marion L. Davis, Provident 
Life & Accident. 

The essential element in the sale 
of life insurance is its quality and the 
service that it performs in filling a need 
for the American family, Wendell F. 
Hanselman, vice-p: 2sident and super- 
intendent of agencies, Union Central 
Life, declared in his welcoming ad- 
dress. Whatever product a salesman 
sells, he stresses appearance, cost, qual- 
ity and service of his product, the latter 
two emphasized in the highest forms 
of salesmanship. 

While price wars have been com- 
mon in other businesses, a good life 
insurance man realizes that the policy- 
holder gets what he pays for and the 
cost of life insurance over a period of 
years will not depend upon mathe- 
matical computations, but rather, a 
company’s actual experience with re- 
spect to mortality, expenses, and in- 
terest. This experience is not likely to 
vary greatly between well operated 
companies, and a good underwriter 
wastes no time in matching pennies 
but emphasizes the quality of his prod- 
uct and the service it will perform, he 
said. This is the basis of life insur- 
ance under free enterprise and essen- 
tially it must be so. “If ever the life 
insurance business should forget this 
basic thought in its advertising and 
sales training, strip off quality and 
service and dive naked into the bottom- 

(CONTINUED ON PAGE 12) 


Costs, Turnover, 
Other Problems 


More than 900 men and women rep- 
resenting 278 leading life companies 
took part in the annual conference of 
Life Office Management Assn. at 
Washington, D. C. 

LOMA membership is now 287, 
more than double its 1936 roster; 
this is evidence that the organization 
is serving the needs of life business, 
according to Frank L. Rowland, man- 
aging director. He also reported that 
Life Office Management Institute, 
which is conducted by LOMA, has had 
a 20% increase over previous records 
in student enrollment and examina- 
tions taken. Two new LOMA publica- 
tions, The Personnel Quarterly and 
The Management Digest, have had a 
favorable reception. 

Colby M. Chester, chairman of the 
National Fund for Medical Education’s 
committee of American industry, an- 
nounced that life companies are the 





Officers Elected 

President—Gerald L. Soelter, secre- 
tary Southwestern Life. 

Ist Vice-president—Warren J. 
Moore, vice-president Old Line Life. 

2nd Vice-president—J. Howard Dit- 
man, vice-president and comptroller 
New York Life. 

New directors, three-year terms— 
Harry L. Archey, Jr., secretary Fid- 
elity Mutual, C. A. Coleman, assistant 
secretary Jefferson Standard, and Hess 
T. Sears, assistant vice-president Equi- 
table of Iowa. 





first business group to pass the $1 mil- 
lion mark since the fund’s inception 
in 1949. 

Office costs have become a hot sub- 
ject in insurance companies because 
of the sharp rise—more than 100%—in 
clerical salaries and related items over 
the past 10 years, J, McCall Hughes, 
vice-president and comptroller of Mu- 
tual Life of New York told the con- 
ference. In his talk he listed a 4-step 

(CONTINUED ON PAGE 9) 


Society of Actuaries 
Set for Boston Rally, 
Will Discuss Papers 


B is for Boston. A is for actuaries, 
and the former is awaiting the latter’s 
annual conclave, to 
be held at the 
Statler hotel there 
Oct. 20-22. Pres- 
ident Richard C. 
Guest, vice-presi- 
dent Massachusetts 
Mutual, will open 
the program with 
his address Wed- 
nesday at 10 a.m.; 
new officers will 
be elected and 
there will follow 
a presentation and discussion of new 
papers. Scheduled to be heard are: 

“Polynomial Interpolation in Terms 
of Symbolic Operators” by T. N. E. 
Greville and Hubert Vaughan, the for- 
mer from Easton, Pa., and the latter 
with Mutual Life & Citizens Ins. Co., 
Ltd. of London, England; “The First 
United States Government Actuary and 
his Successors”, Robert J. Myers, chief 
actuary social security administration, 
Washington, D.C.; “Some Considera- 
tions in the Development of Individual 
Accident and Sickness Program”, James 
T. Phillips, vice-president and chief 
actuary New York Life, and “Concen- 
tration of Risk in the Catastrophic Ac- 
cident Hazard’, Edward <A. Green, 
vice-president John Hancock. 





C. Guest 


Richard 


Also that day there will be a discus- 
sion of papers presented at previous 
meetings during the year by Mr. Gre- 
ville; James F. Coleman, president 
United Medical Service of New York 
and Arthur Hunter, Montclair, N.J.; 
Abraham M. Niessen, Railroad Retire- 
ment Board, Chicago; John M. Boer- 
meester, associate actuary John Han- 
cock; Erwin A. Rode, assistant actu- 
arial director Prudential; Mr. Meyers, 
Edward H. Friend, on military leave 
from Prudential, and Mrs. Frances E. 
Holberton, assistant engineer for the 

(CONTINUED ON PAGE 16) 





Late News 





Bulletins... 








Are A&H Payments Subject to Withholding? 


WASHINGTON—Are A&H payments ‘wages,” and hence subject to with- 
holding taxes unless an insurer goes to the trouble of finding out whether they 
come within the $100 a week exclusion? A proposed regulation published by 
the internal revenue service in the Federal Register for Sept. 24 and ef- 
fective 30 days from that date, has caused considerable concern among com- 
panies writing A&H paid for by an employer fully or in part, because it refers 
to payments “under an accident or health insurance plan” made to an em- 


ploye “by a person who is not the employer .. 


. but is regarded as an em- 


ployer under the provisions of section 406.205(C) ...” 

Some A&H executives believe that the government means “accident or 
health insurance plan” to include all plans, whether insured or uninsured. 
Others believe “plan”? would not include an insured plan, since A&H payments 
have never been considered to be wages and there is evidence in the new in- 
ternal revenue code that section 406.205(C) was not intended to cover pay- 
ments of A&H benefits under insured plans. 

If insurers were required to determine the taxability or non-taxability of two to one. 
benefit payments attributable to employer-paid premiums, and then withhold 

(CONTINUED ON PAGE 16) 


Washington, Reject 
Chicago Selection 


Vote Is Unanimous; Sites 
Now Being Sought; Coffin 
Wins Russell Award 


The newly elected board of trustees 
of National Assn. of Life Underwrit- 
ers, at its post-convention session at 
Boston last Saturday, selected Wash- 
ington, D. C. as the permanent loca- 
tion of the organization’s new national 
headquarters. 

A unanimous vote by the new board 
reversed the action of the preceding 
board, which had voted earlier in the 
week for Chicago by a reported score 
of nine to eight. 

“This decision reaffirms the original 
choice of Washington as our national 
home site,” said Robert L. Walker, 
Peninsular Life, Orlando, Fla., NALU’s 
newly elected president, recalling that 
at the Chicago midyear meeting in 
1953 the board had voted for the na- 
tional capital. 

The Washington choice was upset by 
a recommendation of the national 
council at the annual meeting in 





OFFICERS ELECTED 

PRESIDENT—Robert L. Walker, 
Peninsular Life, Orlando, Fla. 

Vice-president—Stanley C. Collins, 
Metropolitan Life, Buffalo. 

Secretary—A. Jack Nussbaum, Mas- 
sachusetts Mutual, Milwaukee. 

Treasurer—James Elton Bragg, 
Guardian Life, New York City. 

Trustees—Albert C. Adams John 
Hancock, Philadelphia; Winslow S. 
Cobb, Connecticut Mutual, Boston; 
William S. Hendley, Jr., Mutual of 
New York, Columbia, S. C.; Harry M. 
Phillips, Sun Life of Canada, Detroit; 
O. P. Schnabel, Jefferson Standard, 
San Antonio; Sam B. Starrett, Jr., 
Guarantee Mutual, Omaha (one-year 
term), and Jack White, Prudential, Los 
Angeles. 

The following nominating committee 
was elected: 

John V. Coe, Massachusetts Mutual, 
Wichita; Merlin J. Ladd, New England 
Mutual, Boston; W. Thomas Craig, Aet- 
na Life, Los Angeles; Newell C. Day, 
Equitable of Iowa, Davenport, Ia., and 
C. Vivian Anderson, Provident Mu- 
tual, Cincinnati. 





Cleveland later last year which asked 
the board to reconsider. The outcome 
was that at the midyear meeting last 
March in New Orleans the trustees 
voted for Chicago. The national coun- 
cil, however, asked the board to hold 
off action on Chicago until the annual 
meeting at Boston, when there would 
be a larger and more representative 
gathering of the council. The board 
acceded and during the summer con- 
ducted a mail ballot among the local 
associations which at Boston was dis- 
closed as favoring Washington nearly 


Mr. Walker pointed out that the 
(CONTINUED ON PAGE 14) 
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W.T. Grant Gives 
Public Relations Tips 
At LAA Meeting 


Good public relations begin at home. 
Although the sales promotion man may 
be the best “idea” man in the world, 
if he can’t get along with his home of- 
fice associates or sell his ideas to them, 
it may well be that he is on the wrong 
road, said W. T. Grant, board chairman 
of Business Men’s Assurance at the 
Life Insurance Advertisers Assn. meet- 
ing at Cincinnati. “I suspect that every 
bit of the wonderful material displayed 
in your exhibits is not only the product 
of a creative mind, but that each proj- 
ect had to be sold to somebody before 
it was a completed job,” he added. 
Ideas are no respecter of time and 
place and the job of the sales promo- 
tion man is a 24-hour one. 

Mr. Grant outlined briefly some of 
his pet theories on advertising, sales 
promotion, and public relations. When 
B.M.A. inaugurated its national adver- 
tising program 15 years ago, some 
members of its field organization ob- 
jected to what they thought would re- 
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Now Available in These States 


GENERAL AGENT OPPORTUNITIES 
With Expanding Company 


As a General Agent you have these 
agency-building tools. 


protection to sell... 


@ The Guarantee’s 5 Star Contract that 
gives you greater earnings. 


* Attractive packages to sell for all major 
life and disability needs. 


* Agency minded company. 


For full information, write—or phone—ATlantic 7100; 
J. D. Anderson, Agency Vice President, Guarantee 


Ralph E. Kiplinger, President 


a,” se * Atte * 
>’ te, * CA 
3 Am S 


quire a large sum of money. Today, he 
said he believed the salesmen would 
almost unanimously favor national ad- 
vertising and he expects his company’s 
budget to increase each year. A small 
budget with strong merchandising 
built prestige for agents and helped 
open doors of the best prospects. 

He said he was a great believer in 
slogans and in visual advertising. In 
preparing sales promotion copy, it is 
a good idea to let some of the men in 
the field see the new sales forms and 
try them out before they are put into 
intensive use. If a company is a non- 
participating one, he suggested the use 
of the word “guaranteed” in talking 
about rates and elimination of the 
word “non-participating” from all 
copy. 

Too much emphasis generally has 
been laid upon growing assets, premi- 
um income and surplus and not 
enough upon the amounts paid to bene- 
ficiaries and their dependents. Human 
interest stories are effective in this 
res>ect, such as the payment of a large 
amount for a small premium outlay. 

Sales promotion is not limited to the 
preparation of sales material, but 

(CONTINUED ON PAGE 9) 
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The Guarantee’s intensive 
expansion program means 
new opportunities for quali- 
fied men in 20 states. 

Establish a rewarding career 
as a General Agent in a lo- 
cality of your own choosing. 
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Bankers Buy Control 


of Missouri Ins. Co. 

Control of Missouri Ins. Co. has been 
purchased by a group of investment 
bankers headed by A. G. Edwards & 
Sons, St. Louis, and R. S. Dickson & Co. 
of Charlotte, N. C., for a reported price 
of more than $5 million. 

It is understood that the plan is to 
split the stock 40 for one and market 
it to the public in the $20 to $25 a share 
range. 

Announcement of the sale was made 
by President H. G. Zelle, at the annual 
husbands’ and wives’ dinner for local 
employes, which was also attended by 
the 25 district managers. Mr. Zelle said 
one of the conditions of the sale was 
that the buyers agreed to make the 
stock widely available to the public as 
well as to the employes of Missouri Ins. 
Co., and to continue the company as a 
St. Louis institution with the same 
management and policies as in the 
past. He said the stock being sold has 
been held by a number of substantial 
stockholders, including several mem- 
bers of the Zelle family and comprises 
a part of Mr. Zelle’s own holdings. 

Mr. Zelle said that a number of oth- 
er attractive offers had been made for 
the purchase of control but the stock- 
holders would not permit the company 
to be moved and preferred to have the 
stock widely distributed, insuring con- 
tinued operation of the company as a 
separate entity. 

Eleven investment concerns in addi- 
tion to the Edwards and Dickson com- 
panies are underwriting the transac- 
tion. 

Missouri Ins. Co. has capital and 
surplus of about $344 million and in- 
surance in force of $155 million. The 
company operates in Missouri, Illinois, 
Kansas, Iowa, Arkansas, Kentucky and 
Oklahoma through 25 district offices. 
It sells weekly premium life and A&H, 
regular life and credit life. It was 
founded in 1907 as an assessment com- 
pany and was incorporated as a stipu- 
lated premium company in 1918 and as 
a legal reserve company in 1924. 





Credit Cover Linked 
with Usury in Kansas; 





3 States Ask ‘Probe’ 


Senator William Langer as a one- 
man anti-trust and monopoly sub-com- 


mittee of the Senate judiciary commit- © 
tee held a one-day hearing at Topeka © 
on possible violation of .federal anti- | 
trust laws in the sale of credit insur- | 


ance. 


Two of the main witnesses were © 


Harold Fatzer, Kansas attorney gen- 
eral and Commissioner Frank Sullivan. 
Mr. Fatzer has been conducting a drive 
in the past year against usury and has 
obtained indictments against several 
lenders selling commercial A & H poli- 
cies for evasion of the usury law. The 
trials are scheduled to be held soon. 

Messrs. Sullivan and Fatzer said in 
effect a “reasonable” insurance serves 
the public good if tied up with reason- 
able regulation, but there is no useful 
place for “unreasonable” insurance, 
this being the kind used by people who 
are disobeying anti-usury regulations. 

Mr. Sullivan who is former president 
of NAIC said that his opinion was the 
consensus of study on the subject made 
by NAIC. 

Mr. Langer said the hearing was just 
an inquiry and did not call upon all 
witnesses he had subpoenaed. There 
were several witnesss who appeared 
who had received definite benefits 
from credit insurance as well as some 
on hand who said they had been forced 
to take insurance they did not want. It 
was brought out at one point that some 
type of regulation is needed for sellers 
of commercial A & H policies, who in 
addition to the 10% legal limit on small 
loans in Kansas have been collecting 
commissions on insurance premiums 
which both together would in effect 
make an interest rate of 356%. 

Kansas has a small loan bill pending 
for next January which it is hoped 
will answer the question of reasonable 
regulation for reasonable insurance. 
Mr. Langer said he had been invited 
to hold additional hearings in Missis- 
sippi, Montana and North Carolina. 
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New Family Security 
Contract Offered by 
Cont’l Assurance 


Shifts in competitive selling and 
greater emphasis on merchandising in 
the brokerage market have resulted in 
the announcement of a new policy, 
contract and rate revisions on a policy 
by Continental Assurance, which was 
first mentioned at the company’s re- 
cent Pyramid Club meetings at Wash- 
ington and Denver. 

The new policy, a family security 
contract, is a non-participating cover- 
age providing $10 a month for each 
unit of protection. The first install- 
ment is payable as of date of death 
and payments end with the install- 
ment due in the month prior to the 
policy’s expiration. This plan is very 
similar to a family income rider except 
that there is no basic policy. 

In effect this policy provides re- 
ducing term insurance for all periods 
from 10 to 50 years. The policy fea- 
tures an especially liberal waiver of 
premium clause since it permits con- 
version to ordinary life with waiver of 
premium without evidence of insur- 
ability. 

This new contract has many advan- 
tages for the young prospect through 
the opportunities it offers for high in- 
surance value at a premium level 
within his means. It is an extremely 
flexible tool for estate planning and 
finds excellent application as mortgage 
insurance. 

Rates have been substantially re- 
duced on Continental’s underwriter’s 
preferred policy (participating life 
paid-up at 90.) In addition, the policy 
now features a termination dividend 
making this new plan the ultimate in 
low net cost protection without unu- 
sual underwriting restrictions of any 
kind. Competitive rates on this policy 
are possible through the savings in ex- 
pense resulting from the high mini- 
mum ($12,500) face amount. 





Correction on Site 


Procedure, Jones Vote 


In the third convention daily pub- 
lished in connection with the NALU 
convention at Boston last week, on 
page 42 it was erroneously stated that 
“subject to the approval of the as- 
sociation” a headquarters site or 
building could be selected by the loca- 
tion committee. 

Actually, the board action was to 


direct that a location committee be ap- 
pointed to select a suitable site or ex- 
isting structure, with authority for re- 
modeling or repairs in the latter in- 
stance, subject to approval by the ex- 
ecutive committee. 

Also in the same issue the name of 
Claude C. Jones, Connecticut Mutual, 
Indianapolis, was inadvertently omit- 
ted from the list of those members of 
the board of trustees who voted for 
the Chicago headquarters location in 
the trustees’ nine-to-eight vote in 
favor of Chicago on Sept. 21. 





Pru Opens New Office, 
Names Howard Shaw 


Prudential has opened a new office 
in Evanston at 227 North Church street 
to be known as the Northern Illinois 
agency. The agency is headed by 
Howard E. Shaw, former assistant di- 
rector of agencies in the Mid-America 
home office, which covers the states 
of Indiana and Illinois. 

With Prudential since 1946, Mr. 
Shaw was associated with the Des 
Moines agency for several years, first 
as an agent and then as an assistant 
manager. In 1951 he joined the home 
office field training division where he 
advanced to senior training consultant. 
In 1953, he was appointed assistant 
director of agencies for the newly 
formed Mid-America home office. 





Travelers Changes 


Travelers has appointed Charles R. 
Mould, assistant manager at Jackson- 
ville, Fla. with headquarters at Tampa. 

Eugene J. Donahue has been named 
group supervisor, unassigned. William 
E. Riley has been appointed field 
supervisor at Chicago. 

Two new agency service representa- 
tives are C. Robert Edman at Kansas 
City, and Oliver C. Dawkins, III, 
Louisville. 


Higher Post for L. H. Wyland 


L. H. Wyland has been appointed 
agency secretary of Republic National 
Life. Mr. Wyland joined the company’s 
agency department in 1952. 








Conn. General Moves Ind. Branch 


Indianapolis branch of Connecticut 
General Life has moved to new quar- 
ters at 1800 North Meridian street. 
The office is occupying more than 4,- 
000 square feet of office space in a 
completely air-conditioned six-story 
structure. Richard F. Pratt is manager. 


A Youun FOR FIELD MEN 


You are looking at democracy in action. 


Our 7-man Field Advisory Board—elected annually by GUARDIAN 
managers throughout the country—meets regularly with GUARDIAN’S 
President and his staff . . . to discuss recommendations from the field 
for improving our service and to give their opinion on changes pro- 


posed by the company. 


Several years of experience with the GUARDIAN Field 
Advisory Board have proved that giving our field force a 
voice in the policy-making decisions of the company works 





President Paul F. Clark (right) of John Hancock, one of the original incor- 


porators of the American College in 1927, was elected its fifth life trustee at 
the board meeting last week during the National Assn. of Life Underwriters 
meeting in Boston. The other life trustees, from the left, are Ernest J. Clark, 
state agent emeritus for John Hancock in Baltimore; Dr. S. S. Huebner, pioneer 
insurance teacher and president emeritus of the American College; Julian S. 
Myrick, Mutual of New York, New York City, chairman of the American Col- 
lege board; and J. Stanley Edwards, general agent (retired) for Aetna Life in 


Denver. 


Election of Dean Davis W. Gregg of 
the American College as president and 
of Herbert C. Graebner, now dean of 
the business administration college of 
Butler University, as dean effective 
Feb. 1 gives the American College the 
following roster of officers: chairman, 
Julian S. Myrick, Mutual of New York, 
New York City; president emeritus, Dr. 
S. S. Huebner; president, Dr. Gregg; 
dean, Mr. Graebner; secretary, Joseph 
H. Reese, Penn Mutual, Philadelphia; 
treasurer, Sewell W. Hodge, Provident 
Mutual, Philadelphia; counsel, Robert 
Dechert, Penn Mutual general coun- 
sel; director of educational publica- 
tions, Dr. W. M. Howard; director of 
college relations, Arthur W. Mason, 
Jr.; director of public relations, How- 
fard D. Shaw; and director of field 
services, Walter B. Wheeler. 


Four new trustees were elected: 
Hugh S. Bell, general agent of Equit- 
able Life of Iowa in Seattle; William 
T. Grant, chairman of Business Men’s 
Assurance; Richard E. Pille, vice- 
president of Mutual Benefit Life and 
president of LIAMA; and Edmund L. 
G. Zalinski, vice-president of New 
York Life and president of LUTC. 

Four new members of the Coopera- 
tive Fund for Underwriter Training 
were appointed: Presidents J. Doyle 
DeWitt of Travelers, Edmund Fitzger- 
ald of Northwestern Mutual, O. Kelley 
Anderson of New England Mutual, 
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and Morris G. Fuller of State Farm. 

Mr. Myrick announced at the open- 
ing of the American College hour at 
the convention that 5,574 persons have 
now completed their entire series of 
CLU examinations, that 7,381 candi- 
dates now have credited from one to 
four examination reports, that a rec- 
ord number—3,177—took the examin- 
ation last June, and that 1,517 new 
candidates began CLU studies this fall. 





At the annual CLU breakfast at Bos- 
ton during the NALU convention new 
President Frank Cooper of American 
Society of CLU presents a plaque to 
the retiring president, Gerald W. Page, 
in appreciation of his services. Mr. 
Cooper and Mr. Page are with South- 
western Life at Fort Worth and Prov- 
ident Mutual at Los Angeles, respec- 
tively. 


out to the best advantage of the company, the public and 
the high-calibre men and women who represent us in their 
communities. 
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PAN-AMERICAN’S 
CAREER CONTRACT 


which stresses the company’s 
philosophy of helping the 
best men make more money. 
To do this job, we furnish 
ample training, top-notch 
sales aids and _individual- 
ized policies to meet indi- 
vidual needs. 


CRAWFORD H. ELLIS 
President 
EDWARD G. SIMMONS 
Executive Vice-President 
KENNETH D. HAMER 
For Information Address Vice-President & Agency Director 
CHARLES J. MESMAN 
Superintendent of Agencies 


PAN AMERICAN 
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Lifetime No-Coinsurance 
A&H Form Presents 
Problem of Reserves 


A policy form which proposes a 
medical expense insurance on a guar- 
anteed renewable basis for life, with 
a deductible but no coinsurance, is 
pending before the policy committee 
of New York department, Joseph F. 
Murphy, deputy superintendent, told 
A&H Club of New York at its Septem- 
ber meeting. 

This form brings up the problem of 
whether or not a policy reserve plan 
should be adopted or whether the re- 
quirements of the coverage should be 
eased to minimize increases in the 
premium rates as the _ policyholder 
gets older. This is still to be studied, 
he pointed out. The company would 
reserve the right to change premium 
rates if it adopted the form. 

A study is needed on experience on 
older people, especially those in the 
65-70 age group, to determine the 
solution to the problem of insuring 
older people. There is some doubt that 
the experience would be much worse 
than for persons in the 55-60 age 
group. 

e o e 

Among the problems facing A&H in- 
surers and the insurance department 
are those posed by cancellation and 
the insurer’s refusal to renew. 

A&H insurers in New York have 
done a pretty good job on cancella- 
tions. Only about 14% of the policy 
forms submitted to the policy bureau 
in the last six months contained can- 
cellation clauses, he said. These prob- 
ably account for about 10% of indi- 
vidual A&H premiums today. 

A satisfactory answer to the prob- 
lem of renewability is on the way, 
he believes. Some insurers have filed 
policy forms which, until age 65, pro- 
vide for non-renewability on only a 
few stated grounds such as fraud in 
the procurement of the policy or a 
change in occupation. This type of pol- 
icy is an answer to the poser and the 
department is encouraging insurers to 
consider it, he said. 

The department is often called on to 
consider what it calls customers’ com- 
plaints. These often are composed of 
complaints about the small print in 
the policies and the high-pressure 
salesman who, the customer says, said 
certain provisions were in the policy, 
but which were not covered when a 
loss came. 

e e e 

The small print argument has been 
overworked, Mr. Murphy said. The 
major portions of the coverage, in- 
cluding the cancellability of the pol- 
icy and the provisions are in large 
type. The problem of excess of sales- 
manship is one the insurer must solve. 
The department has little patience 
with high-pressure and misleading 
salesmanship or advertising, he said. 

To cope with these customers’ com- 
plaints, the department has set up an 
advisory committee which meets to 
consider and make recommendations 
for both the department and the busi- 
ness. The committee is made up of a 
representative of each of the two ma- 








jor trade organizations in the field and 
from each of five companies, repre- 
sentative of all classes of A&H insur- 
ers doing business in the state. 

Are the benefits of individual A&H 


policies reasonable in relation to the | 
premium, he asked enumerating an- | 
other of the problems the A&H busi- | 


ness and the department must face, 
The general position of the department 
is that at least half the individual 
A&H dollar should represent loss pay- 
ments. Such a _ loss 


the policy would meet any challenge 
of state regulations. 


Equitable Society Shifts 


at Louisville, Nashville 


J. K. Taylor, head of the Louisville 
agency of Equitable Society, has re. 
tired and Elmore A. Vossmeyer, Nash- 
ville manager, has been named to suc- 





ceed him. Samuel G. Robertson, Jr,, | 


succeeds Mr. Vossmeyer at Nashville. 

Mr. Taylor, who managed the Louis- 
ville agency for 17 years, will continue 
with the company, becoming a repre- 
sentative of its city mortgage depart- 
ment. He joined Equitable at Okla- 
homa City in 1919 as an agent, trans- 
ferring to Kansas City in 1925 as as. 
sistant agency manager. The following 
year he returned to Tulsa as district 
manager, where he developed one of 
the society’s three largest units. He was 
appointed the Dayton agency’s first 
manager in 1936 and was transferred 
to Louisville in 1937. 

Mr. Vossmeyer began with Equitable 
in 1930 in Brooklyn, becoming an as- 
sistant agency manager there in 1932. 
He transferred to Cincinnati as assist- 
ant agency manager in 1939 and to 
West Palm Beach as district manager 
in 1944. In 1950 he was named man- 
ager at Nashville. With Mr. Taylor, he 
was honored at a luncheon in Louis- 
ville. Others attending were vice-presi- 
dent S. A. Burgess of the agency de- 
partment, Field Vice-president Edwin 
R. Jeter of the southern department, 
George J. Woodward, manager at Cin- 
cinnati agency, and members of the 
Louisville agency and their wives. 

Mr. Vossmeyer and Mr. Robertson 
were honored at a luncheon in Nash- 
ville. Mr. Jeter and members of the 
Nashville agency and their wives also 
attended. Mr. 
Equitable in 1948 at Nashville, was 
promoted to field assistant the same 
year and named district manager in 
1950 





Nelson Loses in Minn. Bid 


Although he made a strong bid, for- 


mer Minnesota commissioner A. Her- 
bert Nelson failed to win the Republi- 
can nomination for lieutenant governor 
of Minnesota. Mr. Nelson, who is Min- 
nesota manager for Business Men’s 
Assurance, ran second in the field of 
nine. 





Estate Planning Panel Featured 


The Toledo CLU chapter featured 
a discussion of estate planning under} 
the 1954 revenue act. Participants were) 
Nelson Friedman, assistant vice presi- 
dent of Cleveland Trust; Lawrence) 
Knecht, member of the Cleveland law 
firm of Kiefer, Waterworth, Hunter & 
Knecht; Hampton H. Irwin, professor 
of insurance at Wayne University, and 
Robert J. Lawthers, director of bene-| 
fits and pension of New England Mu- 
tual Life. 
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Management Must Streamline Methods 
To Keep Up With Sales, Baker Tells LOMA 


The outstanding record which has 
been made and which continues to be 
made in the marketing end of life in- 
surance, along with forecasts which 
oint to substantially increasing vol- 
umes of business, are extremely impor- 
tant in determining the needs and re- 
quirements within home offices for a 
considerabie period of time, and home 
office Management faces a significant 
challenge in trying to match the 
achievements of the sales fraternity in 
development of increasingly efficient 
administrative techniques, President 
Noel S. Baker told the annual confer- 
ence of Lite Oftice Management Assn. 
at Washington, D. C. 

There was a time, not too long ago, 
Mr. Baker, vice-president of John 
Hancock, said, when a high and almost 
impenetrable wall separated the home 
oftice trom the sales end of the busi- 
ness. They functioned separately rather 
than as a team. Slowly, perhaps too 
slowly, that wall has disappeared and 
more and more the two are working 
together as a single unit to accomplish 
their single purpose of service. Home 
office people have become more sales 
conscious and the sales side has become 
aware of the necessity for improving 
service. There is a real challenge to 
management to constantly improve and 
perfect this teamwork. 

In many home offices the traditional 
rigidly restricted departmental lines 
are being relaxed or ignored. This 
makes possible a true home office 
team which can make use of all the 
available talent, regardless of depart- 
ment, for the solution of problems and 
improvement of service. Both of these 
developments are in the right direction 
because all the know-how obtainable 
will be needed to cope successfully 
with the work loads that are being 
built up for management. 

These larger work loads can only be 
assimilated through the best possible 
use of personnel, methods or proce- 


( ADVERTISEMENT ) 


Here’s The Easiest, Surest, 
Most Inexpensive Way To 


DEVELOP LICENSED 
INSURANCE AGENTS 


Here's good news for all whose job it is to 
develop new insurance salesmen! You know 
how difficult it is to attempt to outguess the 
examining boards and to print exam-type 
questions and answers to prepare your men 
for their examinations. Well, all that la- 
borious preparation and guesswork can now 
be eliminated. 


Arco Publishing Co. has just made available a 
new k, “INSURANCE AGENT, LIFE ACCI- 
ENT AND HEALTH.” Here is a book crammed 
with thousands of questions and answers—the type 
used in actual examinations! You get coverage of 
EVERY INSURANCE SUBJECT—an insurance out- 
line and terminology . . . definitions . . . agents’ 
obligations and duties . . everything your men 
must know about Jife insurance, accident and health 
insurance . . . hints on how to pass their license 
test... and much, much more. In fact, there is so 
much information in this book that it will enable 
€ven your best men to increase their knowledge— 
and at the same time, increase their usefulness to 
t clients. 

Yes, here’s an easy way for you to increase your 
Percentage of successful insurance trainees——a simple, 
wexpensive way to prepare them for their license 
exams! An excellent text for use by your new men! 
Only 7 -.. and yeu send *, to you on ap- 

- Convince yourself it’s as 
feturn it for full refund. . 
On Orders of 10 or More Copies— 
Only $2.25 Ea. 


ARCO PUBLISHING CO., Dept. NU-10 


480 Lexington Ave. New York 17, N. Y. 


as we say—or 


dures and equipment. In considering 
these three things, organization also 
must be considered, and this is where 
the problem usually starts to become a 
little sticky, he said. 

Two relatively recent developments 
seem to be pinpointing the need for a 
pretty thorough-going examination of 
the pre-conceived notions of company 
operation. These are the availability of 


large scale electronic equipment and 
the possibility already being explored 
by many companies of decentralization 
of functions which had always been 
considered strictly home office prop- 
erty. 

The logic behind both ideas, he said, 
seems sound, although he noted a 
tendency on the part of management 
to view them on an either-or basis. 
They do not, however, cancel out each 
other. There will be in many com- 
panies a synthesis wherein both con- 
cepts are employed simultaneously, but 


$ 


this will require highly creative, im- 
aginative planning and a willingness 
on the part of management to turn its: 
back on methods and systems which 
have been traditional in industry. 

Management, he said, no longer can 
afford the indulgence of indecision, and 
there is no company, no matter how 
small, that can afford to ignore the po- 
tential gains available through the use 
of rapidly improving mechanized pro- 
cedures. 

In the case of decentralization, if 

(CONTINUED ON PAGE 16) 


I was up a tree about my insurance career until I joined Union. 

Now I’m part of the happy family where even the “top dogs” are informal 
and friendly. You can hear me purring all over the lot about the 
opportunities “growing up” with this young, progressive company. 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Union's 16 states is 
presently in formation. A few choice territories are still available. 


NION CASUALTY AND 
LIFE INSURANCE COMPANY 
17 East Prospect Avenue, Mount Vernon, New York 
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Problems in Planning 
Major Estate Tackled 
by Huber Forum 


The $325,000 estate of “Frank Mer- 
riwell” was analyzed by a panel of 
experts at the annual estate planners 
forum in New York City sponsored 
jointly by Solomon Huber Associates 
and the New School for Social Re- 
search. Nearly 300 lawyers, trusts of- 
ficers, accountants and life agents at- 
tended the forum, held at the New 
School. 


Moderator was Milton Young, New 
York tax attorney, who sat in for Mr. 
Huber, general agent for Mutual Ben- 
efit Life, who is recovering from a re- 
cent illness. 

Panel members were Eugene P. 
Walsh, attorney and editor of the CLU 
Query; Leo E. Leichter, trust officer 
and assistant vice-president of Fed- 
eral Trust Co., Newark; and Dr. Rob- 
ert S. Holzman, professor of taxation 
of the graduate school of business ad- 
ministration of New York university. 

After the panel’s deliberation, Rob- 
ert R. Onderdonk, president of Es- 





Million of life insurance. 


activities. 








YOUNG AND OLD ARE ENROLLED 


Fathers enrolled sons and sons, fathers, during our highly successful 
Father & Son Special membership campaign, July 1 to September 4. In 
these 66 days, our field men wrote 7,893 applications for nearly $15 


These new Woodmen, young and old, 
Woodmen protection PLUS many benefits from Woodcraft’s fraternal 


World's Financially Strongest Fraternal Benefit Society 


WOODMEN :: WORLD 


LIFE INSURANCE SOCIETY 
Omaha, Nebraska 


now enjoy safe, sound, legal reserve 
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tate Planning Corp., New York City, 
spoke, and Philip A. Lacovara, editor 
of Trusts & Estates; Alex M. Hamburg, 
New York City tax attorney, and Mr. 
Young, discussed the panel’s conclu- 
sions. Various procedures under the 
new and old revenue codes were com- 
pared. 

Jack D. Garfinkle represented the 
Huber agency and acted as program 
coordinator, and Dr. Saul K. Padover 
welcomed the group on behalf of the 
New School. 


Begin New L.éC. Home 
Tallest in Southeast 


Ground has been broken in Nashville 
for Life & Casualty’s 30-story building, 
expected to be the tallest in the south- 
east U. S. The new building, which 
will be ready for occupancy sometime 
during late 1956 or early 1957, will 
abut the present Life & Casualty build- 
ing in downtown Nashville. It will in- 
clude a four-story glass-front lobby 
and double-deck walk-ways along the 
two frontages. Ground level space will 
be leased to shops and most of the re- 
mainder will be used by the company 
and its radio station, WLAC. WLAC- 
TV will occupy the present building. 








Keltie Named Underwriting 
Officer for Great-West 


W. Allan Keltie, formerly manager 
of the life under- 
writing  depart- 
ment of Great- 
West Life has been 
appointed under- 
writing officer. 

A fellow of So- 
ciety of Actuar- 
ies, Mr. Keltie 
joined the compa- 
ny’s underwriting 
department in 
1948 as an assist- 
ant actuary, ad- 
vancing to depart- 
: ment manager in 

W. A. Keltie 1952. He had ear- 
lier experience with another insurer 
and also with the Canadian govern- 
ment. 








Missouri National Starts 


Missouri National Life, the Kansas 
City company in process of organiza- 
tion for about a year, now is in opera- 
tion. It is begining with capital of 
$50,000 and a similar amount of 
surplus, derived from sale of 50,000 $1 
par value shares at $2 each. The com- 
pany is writing both life and A&H. At 
present it is licensed only in Missouri 
but plans expansion to other states 
shortly. 

Daniel H. Shteamer is president and 
the principal stockholder. He has been 
in insurance for 11 years, serving as a 
general agent for several life and A&H 
companies, including National Travel- 
ers. He is 33. H. M. Shteamer is vice- 
president and W. J. Koenigsdorf, secre- 
tary-treasurer. 


GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 


COVERAGES—Ages 0-60 


For Particulars Write Home Ovi. 
459 North Dearborn St.. Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRES1tIOEN 





Nat'l Fidelity Names 
Wylie Craig V-P 


Wylie Craig, Kansas City general | 


agent for Aetna, will join National Fi- 
delity Life as vice-president and su- 
perintendent of agencies Nov. 1. Ben- 
nett Taylor, who has held this post for 
18 years has asked to be relieved of 
top responsibility but will continue as 
agency vice-president, member of the 


board and secretary of the company, | 
as well as co-pilot of the agency de- | 


partment. 
Mr. Craig had been in insurance for 
18 years with Aetna in varying ca- 





Wylie Craig 


Bennett Taylor 


pacities, first as a personal producer 
for 7% years and then as an agency 
supervisor in Louisville and _ subse- 
quently an instructor in the home of- 
fice. He was elected an officer of the 
company in 1943 and became field su- 
pervisor. After two years of army serv- 
ice, he supervised the southwestern 
agencies for the company and came 
to Kansas City as general agent in 
1947. 

He has served as president of Kansas 
City Life Underwriters Assn., Kansas 
City A. & H. Assn., Kansas City Gen- 
eral Agents & Managers Assn., and 
Missouri State Life Underwriters Assn. 

Mr. Taylor began in life insurance 
with Reliance Life in 1919, going from 
there to Cedar Rapids Life where he 
served for a long period as superin- 
tendent of agents. Later he was with 
Central Life of Iowa, and for the past 
18 years has been with National Fi- | 
delity. During his career with Nation- © 
al Fidelity, insurance in force was in- | 
creased from $27 million to nearly $90 | 
million, and in addition an A & H de- | 
partment with an annual premium in- | 
come of approximately $700,000 has 
been developed. 


WS NOOR 





Bay Ridge Branch Wins Cup 


The Bay Ridge, Brooklyn, branch 
of Colonial Life has won the Presi- 
dent’s Cup in division A for the first 
six months of 1954. The cup is the top 
Colonial award for combination agen- 
cies. President Richard B. Evans pre- 
sented the cup to Jerome Capone, man- 
ager, who accepted for the members 
of the branch at a dinner and theatre | 
party attended by the entire field staff 
and their wives. 
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Time To Take Stock 
of A &H, Smith Tells 
Bureau Meeting 


There are few who would dispute 
that the point has been reached where 
ownership of health insurance is hard- 
ly a matter of choice. In the future the 
man without health insurance will be 
considered as improvident—or even 
as much a public menace—as the car 
owner without automobile insurance, J. 
Henry Smith, vice-president and asso- 
ciate actuary of Equitable Society, said 
at the annual meeting of Bureau of A. 
& H. Underwriters in Colorado Springs. 

He continued since it seems quite 
clear people must have health insur- 
ance, the only question is, “Will we 
provide it or will we copy Britain?”... 
The executives of the personal insur- 
ance business must, in protection of its 
life, devote the fullest measure of 
competent, determined attention to 
health insurance. “Too long already 
have some of us allowed it to languish 
in the shadow to which it was con- 
signed when it faltered financially dur- 
ing the depression.” 

There has been too much done with 
minor, limited coverages and frills and 
with “first dollar” coverages, Mr. 
Smith declared. As a corollary, he sug- 
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LUTHERAN BROTHERHOOD now has better 
thon HALF A BILLION DOLLARS 
worth of life insurance in force! 
Much of LUTHERAN = “ 
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During the first eight months of 1954, the Lu- 
theran Brotherhood Beles, Pesce produced 


of new life insurance, issued and paid for. 


This is a 20.63% Increase over the sales of new 
business for the first eight months of 1953. 


Admitted Assets as of December 31, 1953 
$84,329,974.21 


Life Insurance in force August 31, 1954 
$526,167,929.00 


Hf you are latesested in your sales opportunities, write for 
an interesting booklet, “CAREER OPPORTUNITIES.” 
THIS IS Jour LIFE INSURANCE SOCIETY 


= Lutheran Brotherhood 


LEGAL RESERVE LIFE UNSURANCE 
CARL F. GRANRUD, President 
N 608 Second Avenue South ¢ Minneopolis 2, Mii 







Minnesota 








For a fast growing midwestern com- 
pany. This man must be experi- 
enced in recruiting and training a 
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gested developing and pushing lines 
and plans that take hold mostly in fi- 
nancially important situations and see 
the insured through to very high 
limits when costs run high. Major med- 
ical as it is known today may not 
need a final answer, he said, but it is 
illustrative of the type of experiment- 
ing needed to bring health insurance 
into its full potential. 

Turning to cancellations, he pointed 
out: “If we are insuring health, we had 
better be sure that we do so in full 
measure rather than insure merely one 
illness, the appearance of which brings 
on cancellation. It is a misnomer, per- 
haps a cruel treachery, to say we are 
offering health insurance and then 
withdraw when the insured’s health 
disappears ... We ought to be provid- 
ing substantial protection against a 
state of ill-health.” 

The speaker opined there are a 
number of legitimate uses for the can- 
cellation clause and did not criticize 
its original conception and its utiliza- 
tion in the earlier days of health in- 
surance, but today all motivations in 
its use must be reviewed fully and ob- 
jectively. It is time to stop using the 

(CONTINUED ON PAGE 15) 


LIAMA Atlantic Alumni 
to Convene Oct. 21-22 


L. Kent Babcock, general agent at 
Philadelphia for Aetna Life, and Ed- 
win H. May, mananger at Hartford for 
Phoenix Mutual, will preside at Oct. 
21 and 22 sessions respectively of the 
conference of the Atlantic Alumni 
Assn. of the LIAMA schools of man- 
agement. The two-day conference will 
have as its theme “Are You Keeping 
Pace?” Messrs. Babcock and May are 
vice-president and secretary-treasurer 
respectively of the association. 

The conference will open at noon 
Oct. 21 with a fellowship luncheon. 
M. Roos Wallis, Equitable of Iowa, 
Philadelphia, and president of the as- 
sociation, will extend a _ welcome. 
Speakers and their topics that day will 
be Sayre McLeod, vice-president Pru- 
dential, “The Market Pace”; Raymond 
J. Dolwick, Northwestern Mutual, 
Cleveland, “Building to Markets”; Da- 
vid Marks, Jr., New England Mutual, 
New York City, “Small Pension Case 
Markets”; and Robert P. Pitcher, John 
Hancock, Boston, “The New Look in 
Packages”. A. Gordon Nairn, executive 
director of agencies of Prudential at 


N. Y. Life Promotes 


McAlpine, Neumann 

Roderick McAlpine has been pro- 
moted to district group supervisor and 
placed in charge of the Toronto group 
office of the group insurance depart- 
ment of New York Life, and Carl 
Neumann has been advanced from the 
Syracuse group office to home office - 
representative in charge of the Buffalo 
office. 

Mr. McAlpine has been at the To- 
ronto group office since joining the 
company in 1951 and Mr. Neumann 
joined the company in 1952. 








Toronto, will speak at a dinner Thurs- 
day on “People are Fascinating”. 

Mr. May will conduct a _ business 
meeting Friday morning and speakers 
then will be Erle B. Renwick, Phoenix 
Mutual, Portland, Me. “What’s the 
Difference?”; Leland T. Waggoner, as- 
sistant manager of sales Mutual of 
New York, “Collecting Our Best Bets”; 
H. Horton Humphrey, Aetna Life, 
Newark, “A Joint Venture”, and 
Charles J. Zimmerman, LIAMA man- 
aging director, who will summarize 
the meeting. 






















LNL’S Employee Package Plan 
Has Doubled Sales 


Lincoln National’s Employee Package 
Plan has doubled the sales and com- 


missions LNL representatives secure 


THE 


from small employee groups. And it 
has started many an LNL agent in the 
Company’s profitable Group business. 


Lincoln National’s easy-to-present 
Employee Package Plan is another 
reason for our proud claim that LNL 
is geared to help its field men. 


LINCOLN NATIONAL 
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Fort Wayne, Indiana 
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Even Keel for Salary Program Shaped 
by George Wilgus at LOMA Meeting 


George Wilgus, manager of person- 
nel of Mutual of New York, in a talk 
on salary administration in life com- 
pany offices before the annual con- 
ference of Life Office Management 
Assn. at Washington, D. C., outlined 
several techniques for keeping a sal- 
ary program on the track and prevent- 
ing it from causing unwarranted costs, 
and discussed to what extent these 
techniques are being employed today. 





ANICO representatives 


There are three major objectives for 
a sound salary administration program, 
he said: A fair return for the company 
for each salary dollar spent, payment 
to employes in relation to individual 
contribution to the operation of the 
company, and payment as well or bet- 
ter than other companies pay for the 
same kind of work and at rates that 
are adequate for desirable living. 

The techniques he discussed were: 
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Angeles in 1939 with no previous 
P » A. R. Kellog was soon promoted 
to Staff Supervisor and in 1941 to Agency Organizer. His 
outstanding achievements merited further recognition and in 
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Position evaluation. This must be 
administered as objectively and scien- 
tifically as possible, for otherwise the 
other aspects of salary administration 
must ultimately fail. It must provide a 
sound basis upon which to set up 
equitable salary scales, build true 
patterns for promotion, install merit 
increase programs and provide simpli- 
fied and rapid training. It must be ad- 
ministered to analyze the real differ- 
ences in work from the standpoint of 
difficulty, responsibility, complexity 
and know-how, must distinguish be- 
tween levels of professional and tech- 
nical work and between the levels of 
clerical work. 

In most plans, he said, there have 
been too many factors. Interpretation 
to the employe was thus impossible. 
Often the factors have been too gen- 
eral or overlapped too much for ex- 
plaining why one job should be paid 
differently. Jobs have been allocated 
to a salary scale by title rather than 
by the true evaluation of the work. 

The setting of adequate salary 
ranges to which the various levels of 
positions can be allocated. They must 
be set with enough spread from mini- 
mum to maximum, with not too much 
overlap and must be geared to outside 
salary conditions. 

Many plans give too much spread to 
the range, he said, thus increasing 
salary costs or offering too little for 
building incentive. Some have _ too 
much overlap between ranges, giving 
little opportunity to reward a pro- 
moted employe. A continuing pressure 
then arises to reclassify jobs to salary 
ranges higher than the kind of work 
warrants, especially when able em- 
ployes are in these jobs. Often the 
maximum range is set at the prevail- 
ing rate outside the company. This 
leads to paying new employes at or 
above the maximum of the range, and 
then to a “one-rate pay system”’. 

Position control. Very few companies 
control positions as accurately as they 
do their accounts or premium deposits. 
Only with an accurate control of posi- 
tions, not only as to number but as to 
salary grade, title and organizational 
location, can a company know where it 
is going salary-wise. It is an aid in 
preventing an unwarranted increase in 
new positions by departments and di- 
visions. It can help most when an or- 
ganization is expanding by keeping 
costs down and indirectly aiding in 
getting greater productivity from ex- 
isting positions. 

Allocating of salary increase budgets 
through some form of relationship be- 
tween the mid-points of the salary 
ranges and the actual salaries being 
paid in those ranges. Once salaries are 
allowed to creep to the maximum of 
the salary ranges because of merit in- 
creases that take the form in practice 
of a general increase, a company prob- 
ably is paying more than it should for 
the work being accomplished, provided 
the ranges are set properly. 

Without a system that compares ac- 
tual salaries to mid-points of salary 
ranges and permits an estimate of 
salary trend, a company does not know 

(CONTINUED ON PAGE 13) 


Internat'lA & H 
Underwriters’ Board 
Adopts Ethics Code 


In a series of major actions, the 
board of directors of International 
Assn. of A & H Underwriters, meeting 
at the Drake hotel in Chicago, Sept. 25- 
26, adopted a code of ethics for the as- 
sociation, changed the requirements for 
the Leading Producers’ Round Table, 
resolved to commend companies who 
develop procedures for handling the 
impaired risks problem, laid plans for 
a sustained membership drive, met the 
new editor of IAAHU’s magazine, dis- 
cussed plans for expansion of DISC, 
and approved the new officers’ train- 
ing program. 

In its action on the code of ethics, 
the board unanimously endorsed the 
advertising code of the Conference and 
the code of practices of the Bureau, 
and, in addition, adopted as official 
code for IAAHU, the 10-point code de- 
veloped by the South Carolina A & H 
Assn. and adopted by the Texas as- 
sociation in August. 


The board also resolved to commend 
companies which develop procedures to 
solve the problem of the cancellation 
of impaired risks and appointed John 
Galloway, general agent, Provident L. 
& A., Birmingham, past president, to 
word a resolution to company organi- 
zations recommending further such ac- 
tion and offering the support and co- 
operation of the International. 

The membership campaign, as out- 
lined by Howard Nevonen, Washington 
National, Los Angeles, membership 
chairman, will include two ‘“Member- 
ship Monday’s.” Tried for the first time 
last spring, this is a concentrated, na- 
tionwide drive by all locals for new 
memberships on the day designated. 

James R. Cummings, who will take 
over his duties as editor of the Acci- 
dent & Health Underwriter, monthly 
magazine of the association, on Oct. 1, 
reported to the board on plans for 
changes in the publication. 

Plans for the expansion of the Dis- 
ability Insurance Sales Course program 
were outlined to the board by E. H. 
Magnuson, assistant vice president, 
Federal Life & Casualty, Battle Creek, 
chairman of the education committee. 
The board also went over the new text 
as revised by Louis Halley, assistant 
vice-president, Security L. & A., Den- 
ver, during the past year. 

The board heard an explanation of 
the new program for training local as- 
sociation officers and chairmen, devel- 
oped by L. A. McKinnon, McKinnon & 
Mooney, Flint, Mich., IAAHU presi- 
dent, and already tried out in Wash- 
ington, D. C., Albuquerque, Phoenix, 
Salt Lake City, and Niagara Falls, Ont. 
The program will be extended 
throughout the country as rapidly as 
possible. 





e The H. G. Swanson agency of New 
England Mutual Life at Chicago held 
a day-long discussion of the new tax 
law for its associates. 





LONG TERM BANK LOANS <7 
ARRANGED ON VESTED 
RENEWAL CONTRACTS 


U. C. & G. C. serves the financial needs of 
tax problems may be simplified and ii 
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LOMA Deals with Costs, 


Turnover, Other Problems 
(CONTINUED FROM PAGE 1) 
control program that could be adapted 
for use by any life company: 1. Create 
interest in office costs at the top level. 
2. Provide adequate cost information 
on a comparative basis. 3. Adequate 
staff assistance for individuals or de- 
partments in doing an efficient job. 
4, Adequate information on results 
and recognition for individual and 

group accomplishments. 


Describing LOMA as unique in 
American industry because the best 
thinking of the business is made avail- 
able through the association, Morris 
G. Fuller, president of State Farm Life, 
urged greater use of the association’s 
facilities. Reviewing other contribu- 
tions, he pointed out that LOMA In- 
stitute has given more than 100,000 
examinations to produce well-rounded 
insurance men and women. This year 
alone, he said, 13,280 examinations 
were taken by people in 311 com- 
panies. 

The problems of employe absentee- 
ism and turnover were discussed by 
Sterling T. Tooker, vice-president of 
Travelers, and Elmer W. Earl, Jr., 
assistant secretary of LOMA. “Inter- 
viewers must have not only the needs 
of the company in mind, but the in- 
terests of the employment seeker at 
heart. They must be in touch with 
other possibilities in the community 
and soften every rejection with a con- 
structive suggestion,” Mr. Tooker ad- 
vised. 

In analyzing turnover costs, Mr. Earl 
pointed out that the cost of hiring a 
new clerical employee is between $150 
and $200, about the cost of a new type- 
writer. “If a company—any company 
—were to buy a new typewriter as 
often as it hires a new employe, the 
management and the purchasing de- 
partment would want a detailed an- 
alysis of the reasons for this purchase. 
Is a detailed analysis any less war- 
ranted in the case of hiring employes 
at a cost of $200 a head?” 

Association President Noel S. Baker, 
vice-president of John Hancock, spoke 
Monday. His subject was “Today’s 
Challenge to Management”, which is 
reported elsewhere in this issue. 


Among the speakers was T. Coleman 
Andrews, commissioner of internal 
revenue. Other speakers dealt with 
electronic office machines and public 
relations. A display of office machines 
and equipment with emphasis on cost- 
saving devices was featured. 

George Wilgus, personnel manager 
of Mutual of New York, spoke Tuesday 
on salary administration in life com- 
pany offices. His talk is reported else- 
where in this this issue. 





Colonial Spinners Honor Four 

The Spinners Society of Colonial 
Life honored four employes whose 
service total 125 years at a luncheon 
in East Orange, N. J. President Rich- 
ard B. Evans of Colonial presented 
gold wrist watches for 30 years of 
service to Miss Florence Bigot of Un- 
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ion City, Miss Ida Norris of Union 
City, and Mr. Victor L. Fox of Red 
Bank. Miss Ella Mac Donough, who 
has been with the company for 35 
years, received a $200 government 
bond. 


Ohio National Life Names 


Svoboda to New Post 


Edward M. Svoboda has been ap- 
pointed assistant division manager for 
the central divi- 
sion of Ohio State 
Life, which in- 
cludes the states of 
Michigan, Indiana, 
and Illinois. 

Mr. Svoboda 
started in the life 
insurance business 
in 1947 as an agent 
for Ohio National 
in Omaha. In 1953 
he went to Chi- 
cago, where he be- 
came a_ specialist 
in the application 
of insurance to 
mortgage protection. 





E. M. Svoboda 





e Louis Naetzker, vice-president in 
charge of Caribbean operations of Na- 
tional City bank of New York City, has 
been elected a director of U. S. Life. 





W. T. Grant Gives PR 
Tips at LAA Meeting 


(CONTINUED FROM PAGE 2) 
means working with the chief agency 
officer and his staff and constantly 
helping him in the development of 
new sales ideas and the best means of 
effecting them. Good public rela- 
tions begins with the providing of the 
type of service most needed and de- 
sired by the insuring public. “It won’t 
feel kindly to us unless the service 
originally provided gives a sense of 
satisfaction.” Letters going to policy- 
owners from the home office should 
be carefully and thoughtfully pre- 
pared. If an inquiry does not fall into 
a major type, the situation can be met 
partially by having approved para- 
graphs, as well as complete approved 
letters, for incorporation in the replies. 

The salesman is the company in the 
eyes of his community. He will not 
and cannot be thoroughly informed in 
giving the right answers unless he 
is so interested in and dependent upon 
his relations with his company as to 
require the devotion of his full busi- 
ness time to it. B.M.A. does not make 
any exception to this rule beyond per- 
mitting a new man a limited period of 
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for us to be successful. 


But, in either case, it helps. 


THE 


three or four months to dispose of 
other business or terminate other con- 
nections. 

Home office telephone operators 
should be provided with a schedule of 
answers to various routine inquiries 
so that the person -in question is 
promptly referred to the proper de- 
partment or person. The calls received 
by secretaries are equally important 
and a thoroughly planned manual in 
which answers to all of the most com- 
mon telephone calls was suggested. 
The same thoughtful attention should 
be given to personal callers. 

Mr. Grant remarked that he was as- 
tounded by the talent evidenced in the 
exhibits and always believed there was 
much creative power in LAA. 

He was honored during the meeting 
with a luncheon given by Judd C. Ben- 
son, home office general agent of 
Union Central. 

Among the guests were John H. 
Evans, president, Ohio National; 
Howard Cox, president, Union Central; 
W. J. Williams, vice-president, Western 
& Southern; Ralph R. Lounsbury, pres- 
ident, Bankers National, and Jack K. 
Morris, vice-president, Business Men’s 
Assurance and retiring president of 
Life Advertisers Assn. 


= 


. are now some seven hundred companies 
engaged in the legal reserve life insurance industry. 


A man doesn’t have to buy his life insurance from 


us to provide security for his family, nor does an Agent 
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Striking a Blow tor State Supervision 


It took four days instead of the con- 
templated five to present all the dirt 
that Sol Gelb, the New York depart- 
ment’s special counsel, had dug up on 
union bosses who seemed more inter- 
ested in their own personal welfare 
than in the welfare funds they were 
supposed to be managing for the bene- 
fit of their members. But four days was 
ample to prove that there was plenty 
going on that calls for remedial legis- 
lation. 

There were nearly 100 witnesses 
subpoenaed and the mass of evidence 
was truly overwhelming. Mr. Gelb’s 
pulverizing strategy reminded of us of 
what Laurence Pomeroy, British auto- 
mobile expert, said in a recent Popu- 
lar Science article about the huge de- 
sign teams of the major American 
manufacturers: “They do not solve 
problems so much as trample them to 
death.” 

In any event, the seamier aspects of 
the welfare fund situation loudly and 
odoriferously called for effective ac- 
tion. Mr. Gelb seems to have done his 
work so effectively that no one who 
calls himself a friend of the unions 


can possibly oppose the legislation that 
is so clearly called for. 

In striking a blow for the victimized 
union members and the duped em- 
ployers, Mr. Gelb and Superintendent 
Bohlinger were also getting in some 
good licks for state vs. federal super- 
vision. There has already been con- 
siderable maneuvering in Congress to 
investigate union welfare funds. Mr. 
Gelb’s show was vastly more spectacu- 
lar than anything thus far dredged up 
by any congressional committee. The 
New York department’s investigation 
has shown that state supervision can 
take care of the job as well as the fed- 
eral government could be expected to. 

It is reassuring to know from Deputy 
Superintendent Straub that the de- 
partment is keeping a clear line of 
demarcation between the insurance and 
non-insurance aspects of welfare fund 
abuses. There have been some insur- 
ance abuses but the department thinks 
the present law is adequate to cope with 
them. It would be a pity if the enact- 
ment of needed welfare-fund legisla- 
tion were to slop over into the insur- 
ance bailiwick and add needless harsh- 
ness to New York’s already strict laws. 


NALU Trustees Make Unity Paramount 


The National Assn. of Life Under- 
writers is to be congratulated on the 
unanimous decision of its board of 
trustees on the location of its head- 
quarters building. Reversing the form- 
er board’s nine-to-eight decision to 
abide by its choice of Chicago, the new 
board voted Saturday for Washington. 
This carries out the board’s original 
decision, reached in April, 1953, and 
the preference poll of the member as- 
sociations conducted during the past 
summer, which gave Washington near- 
ly two out of every three votes. 

We don’t happen to agree that Wash- 
ington is the ideal location, from the 
standpoint of operating efficiency, for 
doing the job that has to be done by 
the NALU staff and official family. 
But we’ll admit that there are other 
factors besides operating efficiency to 
be considered. It is certainly more im- 
portant to choose a city that the board 
of trustees can unitedly support and 
that reflects the popular preferences of 
the local associations that comprise 
NALU’s membership. 

Even assuming that it could conclu- 
sively be shown that either New York 
or Chicago would be a more efficient 
location, there can be such a thing as 
too high a price for efficiency, if the 
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price has to be exacted in inter-sec- 
tional bitterness. That threatened to 
result from the decision reached earlier 
in the week by the former board to 
stick with the Chicago location de- 
cision, thereby flouting the local as- 
sociations’ preference poll favoring 
Washington and the national council 
recommendation favoring New York. 

Several months ago we expressed 
the hope that if Washington were to 
be the choice it would not be as a 
compromise between two better qua- 
lified cities but that the associations’ 
preference vote and the recommenda- 
tion of the national council and the de- 
cision of the trustees would be solidly 
behind the city actually found to be, 
on objective analysis, the best suited 
for NALU’s requirements. 

But as things worked out, the 
chances of winning a real preponder- 
ance of the board for either Chicago 
or New York got more and more re- 
mote. The reported nine-to-eight vote 
for sticking with Chicago was along 
strict territorial lines with one excep- 
tion on each side. One member who 
voted for Chicago said he would have 
voted for New York except that he 
was sure if New York won it would 
mean the purchase of the Bankers Na- 
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tional Life building at Montclair, N.J., 
and he was opposed to that. So it can 
be seen that the board was as near to 
being split down the middle as it 
could be without sawing a member in 
half. In fact, considering that Presi- 
dent Robert C. Gilmore, Jr., favored 
New York, but didn’t vote because 
there was no tie to break, the board’s 
membership was really split nine to 
nine in sentiment. 

No one—and certainly no one out- 
side the association—should object to 
NALU’s putting its headquarters 
building wherever it wants to—Wash- 
ington, D. C., New York City, Chicago, 
or as Managing Director Lester O. 
Schriver jokingly suggested, Yakima, 
Wash. Each of these cities—including 
Yakima—has certain advantages pecu- 
liar to itself and certain inherent dis- 
advantages. We hope that NALU will 
be able to operate as efficiently, ef- 
fectively, and economically in Wash- 
ington, D. C., as in New York or Chi- 
cago. But even if it should prove other- 
wise the difference should be a small 
price to pay for a decision that has the 
backing of 65% of the local associa- 
tions that were interested enough to 
indicate a preference. 

Maybe Chicago couid have kept at 
least the one-vote margin it had in the 
old board, though the pro-New York 
advocates figure that at worst there 
would be nine votes for New York to 
seven for Chicago in the new board. 
The important thing is that the new 
board—which is not too different in 
membership from the old one—ap- 
praised the seriousness of the schism 
that NALU was facing because of the 
headquarters location situation and had 
the courage to reverse itself and place 
unity and harmony above all other 
considerations. It is to be congratu- 
lated on having done so. 


PERSONALS 


Three managers of Prudential dis- 
trict offices in New York, New Jersey 
and Pennsylvania marked anniversa- 
ries recently. Francis J. Engel, of Ja- 
maica, N. Y., celebrated his 35th an- 
niversary; Fred Hagney, head of the 
South Orange, N. J., district, 30th; and 
Charles W. Foppert, manager of the 
Ken-Richmond district in Philadelphia, 
25th. 








Miss Charline Schroeder and John 
Frederick Ecker, son of President 
Frederic W. Ecker of Metropolitan 
Life, were married at St. Paul’s Epis- 
copal church in Kansas City. 


Members of the General Agents & 
Managers Assn. of Dayton are in 
charge of sales training for the more 
than 7,000 volunteer workers in the 


ADVERTISING OFFICE: 

175 W. Jackson Bivd., Chicago 4, IIl. 
Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 


coming Community Chest $1,705,859 
campaign for Dayton and Montgomery 


counties. Harley J. Simpson of the 
Equitable Society is sales training 
chairman. 


R. J. Waugh, Cleveland manager for 
the Travelers since 1928, is celebrating 
his 45th anniversary with the com- 
pany. Mr. Waugh has been a manager 
in the agency department, life, accident 
and group, for 37 years. He was in 
branch office administration from 1909 
to 1915. His only interruption in com- 
pany service was while he was in the 
navy during the first world war. 


The traditional W. T. Grant break- 
fast at American Life Convention’s an- 
nual meeting will be held Oct. 7 at the 
Edgewater Beach hotel. Mr. Grant is 
board chairman of Business Men’s As- 
surance. Those attending the breakfast 
will meet the newly elected president 
of NALU, Robert L. Walker of Penin- 
sular Life, Orlando, Fla. 


Norman F. Cox of the American 
United Life has been named president 











—— 


of the Indianapolis Mortgage Bankers ; 


Assn. 








DEATHS 


HERMAN J. GAUCHEL, 65, man- 
ager for North American Life and 
operating the Gauchel local agency at 
Racine, Wis., died unexpectedly at his 
home. He was active in the Racine- 
Kenosha and the Wisconsin Life Un- 
derwriters Assns. 


ROLAND B. BURCH, 60, formerly 
with New York Life at Louisville, died 








at his home in Nashville, Tenn. He was | 
with the Louisville offices from 1923- | 


1938. 


GEORGE B. BAIRD, 46, underwrit- 
ing officer of Provident Life, died in a 
local hospital in Bismarck, S. D. He 
had been ill only a short time. 





Boston Mutual Promotes 


Boston Mutual Life has appointed | 


Lorne J. Peters superintendent of | 


agencies, Jerry A. Alajajian assistant 


superintendent of agencies and Earl L. © 


Keene assistant secretary. 
Mr. Peters, who succeeds Edmund M. 


Wright, has been with the company — 


since 1923 when he began as a per- 
sonal producer in the field. He ad- 
vanced to assistant manager and man- 
ager of the Pawtucket, R. I., district 

office and was named assistant super- 
intendent of agencies in 1930. 


Mr. Alajajian joined the company as | 


an agent in 1935 and later 
assistant manager in several offices 


pet 





and recently has been manager of the © 


Waltham district agency. 

Mr. Keene has been with the com- 
pany since 1936 in the actuarial de- 
partment and has been acting actuary 
of the company. 


e Jack N. Wade has been named di- 
rector of advertising and public rela- 
tions for Security Benefit Life. 





Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 


Tel. Parkway 2140. Chas. P. oods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Roy Rosenquist, Statistician. 

D. 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bidg., 
Tel. Woodward 1-2844. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 


Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 
MINNEAPOLIS 2, MINN.—i58 Northwestern 


Bank Bidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph BE. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


—610 Keeline Bldg., Tel. 


OMAHA NEBR. 
Atlantic sie Clarence W. Hammel, Resident | 


Manager. 
PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H 
Fredrikson, Resident Manag: 

P SBURGH 22, PA_303. ‘Columbia Bids. 
Tel. Court 1-2494. Bernerd J. Gold, Resident 


Manager. 

CISCO 4, CAL.—Flatiron Bidg. att 
Market St., Tel. Exbrook 2-054. F. W. Bland 
Pacific Coast Manager. 
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More Losses Than 
Gains in Stock List 


Of the 19 most actively traded life 
company stocks for which figures are 
compiled by Shelby Cullom Davis & 
Co., New York City insurance stock 
and municipal bond specialist, seven 
showed increases and 12 declines in 
asked prices. Below are the bid and 
asked prices as of Sept. 29, together 
with the changes in “asked” price 
since Sept. 1, the latest date for which 
THE NATIONAL UNDERWRITER printed 
these stock figures. 







Changes 

Asked Asked 
Aetna Life . 143 2 
Colonial. ......... 87 —3 
Columbian N. 94 98 3 
Conn. General ...............004 332 342 be 
Continental Assur. ........ 83 88 —82 
Franklin o.seeccescsesseseseeseees 672 702 —10 
Great Southern 161 166 bes 
Gulf Life .......... 25% 2642 —3 
Jefferson Stnd. 17 81 —10 
Kansas City Life ............. 940 980 30 

Life & Casualty ............ 26% 2734 — 4% 

Life of Virginia ............. 92 96 342 
Lincoln Natl. ....... 285 295 —23 
Monumental 74 78 —2 

Natl L. & A. .. 70 73 —1% 
Northwestern Nat 60 63 1 
Southland Life ......... 155 165 3 
Southwestern Life ............. 134 140 8 
IIE savesianitnnnentinpisosssees 1,345 1,375 —90 


*None offered 9/1. 





Phila. Life Names Slater 


Regional Director in D. C. 


A. A. Slater, general agent for Union 
Casualty & Life in District of Colum- 
bia, Maryland and northern Virginia 
since 1953, has been appointed regional 
director for District of Columbia by 
Philadelphia Life. Harry P. Johnson 
becomes brokerage manager. 

Since 1931 Mr. Slater has been with 
Washington National at Cleveland and 
at Washington, D. C., American Home 
Mutual as West Virginia agency direc- 
tor, and later vice-president and agen- 
cy director. In 1949 he went with 
Educators Mutual of Lancaster, Pa., 
becoming vice-president in charge of 
— in 1950 and later returned to the 
field. 

Mr. Johnson joined Penn Mutual in 
1918 and left as agency assistant in 
1951. He has been an independent life 
insurance broker since earlier this 
year. 


Chicago Life Assn. Sets 
Annual Regional Dates 


The annual regional meetings of Chi- 
cago Assn. of Life Underwriters will 
be held here Oct. 26-28 at North Shore 
hotel, Evanston; Southmoor hotel on 
the south side and Oak Park Arms ho- 
tel, Oak Park. Theodore E. Maslow, 
Prudential, is chairman, assisted by 
Robert B. Nathan, Equitable Society. 
Oliver Townsend, counsel, Continen- 
tal Assurance, will address each meet- 
ing. 





Want to Fail as Manager? 
Mills Outlines Sure Way 


Members of Indianapolis General 
Agents & Managers Assn. were given 
eight “Positive Steps to Failure’ by 
Paul Mills, manager of Great-West 
Life at Columbus, O., at their Sep- 
tember meeting. They were: 

Throw away all the material from 
the experts—books, services, and 
magazines. 

_ Engage in “plus” recruiting, which 
IS a process of finding somebody who 
is failing in another job and offering 

more than he is getting, looking 
only at the pluses and shutting your 
eyes to all possible negatives. 

Using a financial plan that ignores 
the commission end of the business and 
80 chokes off incentive. 

_ Assume that any man is performing 
in the field in accordance with the 
g plan. 

ad your expense and argue with 

the home office over every rated case 


just to show the agents what a good 
“Joe” you are. 

Ignore changes in the money winds 
—new tax laws, new social security 
laws, changes in the economy that 
shift incidence of income. 

Save time by eliminating all records. 

Assume that men live by bread 
alone—that they are interested in com- 
mission alone and that there are no 
emotional wants that need to be satis- 
fied. 


Trueblood Named V-P 
of Occidental Life 


H. Dixon Trueblood, director of 
public relations and advertising for 
Occidental Life 
of California, has 
been elected a 
vice-president of 
the company 

Mr. Trueblood 
joined Occidental 
in its agency de- 
partment in 1935. 
He was progress- 
ively editor of 
publications, a- 
gency secretary 
and director of ad- 
vertising prior to 
1952 when the present department of 
public relations, advertising, sale pro- 
motion and communications activities 
was established. As a vice-president 
Mr. Trueblood will continue to head 
this department. 

Before joining Occidental, Mr. 
Trueblood was editor of The Agency 
Bulletin and then district supervisor 
in agency liaison work for The Union 
Central Life, later gaining field ex- 
perience in selling both life and general 
insurance lines. 

He is vice-president of the Southern 
California chapter of Public Relations 
Society of America, and was a member 
of the Life Advertisers’ executive com- 
mittee the year just closed. 


New York Life Opens 


Houston Branch Office 


New York Life has opened a new 
branch office in Houston in the Gulf 
Interstate building, 1125 Brazos street. 
John M. Cochran is manager, with 
Thomas Quinn as assistant manager. 





H. D. Trueblood 








Cleveland Leads in Ordinary 


Cleveland showed the greatest in- 
crease in ordinary life sales for August 
with 18%, LIAMA reports. Boston led 
for the first eight months with a gain 
of 10%. 

Other percentage gains for August 
were Detroit 10, St. Louis 8, New York 
City and Philadelphia 6, Los Angeles 
2 and Boston 1. Chicago was down 1%. 
Other percentage gains in the eight- 
month period were St. Louis 6, Chi- 
cago, Cleveland and Los Angeles 4, 
Philadelphia 2 and Detroit 1. New 
York City was down 1% for the period. 


K. C. Life Agents Meet 


Kansas City Life representatives 
from Washington and northern Idaho 
met in Seattle, Sept. 24-25 for a sales 
conference and agency meeting with 
F. P. Kinder, general agent. 

From the home office were James T. 
Langston, assistant general counsel; 
Verne N. Barnes, director of field 
training; and George S. Gallupe, di- 
vision supervisor, field training de- 
partment. 








e Milwaukee Life Insurance & Trust 
Council Sept. 27 heard a discussion 
of the new tax code by Charles B. Mc- 
Caffrey, director of advanced under- 
writing training for Northwestern Mu- 
tual Life. 


Provident Mut’! Names 
Langner Medical Head 


Dr. Paul H. Langner, Jr., associate 
medical director, has been elected 
medical director of Provident Mutual, 
succeeding Dr. Ernest J. Dewees, who 
has retired after 35 years with the 
company. Dr. Langner, a graduate of 
University of Pennsylvania Medical 
School, joined Provident Mutual 15 
years ago. 

He is a fellow of American College 
of Physicians, American Society of 
Clinical Pathologists and College of 
Physicians of Philadelphia, a diplomat 
of American Board of Internal Medi- 
cine and attending physician at Uni- 
versity hospital and Philadelphia Gen- 
eral hospital. He has written numerous 
articles for medical journals. 





York Sole General Agent 


Aetna Life has appointed Leslie R. 
York, partner with G. Albert Lawton 
in the New Haven general agency 
since 1953, as head of the agency. Mr. 
Lawton has been assigned to the home 
office as superintendent of agencies. 
Both men were honored at a luncheon 
this week. 

Mr. York joined the company at 
New Haven in 1941 and served as 
agency supervisor and assistant gen- 
eral agent before his appointment as 
general agent. He is a past president 
of New Haven Life Underwriters Assn. 
and the New Haven CLU chapter, and 
served for two years as chairman of 
the New Haven LUTC. 


Columbian Mut'l Adds 3 Agencies 

Columbian Mutual Life has estab- 
lished three new general agencies and 
has appointed Messrs. Charles A. 
Baker, Jr., O. D. Campbell and Perry 
L. Moss as general agents at Hunts- 
ville, Ala., Columbia, Tenn., and Jack- 
son, Tenn., respectively. 





Mutual, Omaha, United 
Benefit Hold Regionals 


Mutual of Omaha and United Bene- 
fit Life general agents’ association have 
recently completed five regional meet- 
ings in various sections of the country. 
Public relations, advertising, new ed- 
ucational techniques, recruiting of new 
representatives, and underwriting were 
among the topics discussed. Meetings 
were held at Miami, Las Vegas, Went- 
worth-by-the-Sea N. H., Detroit Lakes, 
Minn. and Three Lakes, Wis. 

V. J. Skutt, president of Mutual of 
Omaha, told the general agents’ asso- 
ciations that Mutual of Omaha’s new 
business for the first six months this 
year was up approximately 30% over 
a similar period in 1953. 


N. Murray Longworth, recently- 
elected president of United Benefit 
Life, told the general agents that the 
company during the three months of 
June, July and August had increased 
their business 25% over the same 
period in 1953. 

Roy Morgan, Atlanta, president of 
the National General Agents’ Assn. for 
the two companies, attended each of 
the regional meetings and congratu- 
lated the regional associations for their 
cooperation with the national associa- 
tion. 

W. J. Morgan, Columbia, South 
Carolina was elected president of the 
southern association. The other presi- 
dents elected were D. C. Coverley, 
White Plains, N. Y., Eastern associa- 
tion; T. F. Dougherty, Sioux Falls, 
S. D., mid-west association; D. L. 
Acrea, Reno, Western association; and 
C. L. Gurney, Cincinnati, Great Lakes, 
association. 








Chartered Life Underwriters 
have prestige because they earn 
it. The American College of Life 
Underwriters awards its degrees 
only for demonstrated knowledge 
and skill. 


C. L. U. is a distinction worth 


working for. 


Life of Georgia 


commends it to all career life 
underwriters. 
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Thiemann Named President 
of LAA at Cincinnati Rally 


(CONTINUED FROM PAGE 1) 

less pit of a price war, the ruthless 
hand of socialism will toss service and 
quality into the pit after us and life 
insurance, as we have known it under 
the free enterprise system, will vanish 
from America,” Mr. Hanselman de- 
clared. 

If life insurance is stripped of those 
qualities, the socialists in government 
will propose to sell it cheaper. “Today, 
as we plan our advertising, sales pro- 
motion, and sales training for the fu- 
ture, it is important that we keep con- 
stantly in mind the fact that the 
strength and growth of life insurance 
has been the result of emphasizing 
quality and service rather than price— 
that its future will depend upon our 
effectiveness in continuing the em- 
phasis on these two important elements 
as we present our story to other de- 
partments of the company, to our di- 
rectors, to our agency forces, and to 
the American public,” he stated. 

In his presidential report, which was 
distributed at the business meeting, 
Jack R. Morris, Business Men’s Assur- 
ance, said it may well be that now is 
the time for the association to stop and 
take a look at its entire organization 
setup. With the association becoming 
so large, great burdens are placed on 
individual members in terms of the 
services they are asked to render. How 
far the association can go on accepting 
voluntary help since it does not have a 
paid staff or an executive secretary, 
must, of necessity, be considered. 

This is a question which future ad- 
ministrations must study, he said, and 
take a frank look at other problems. 
These, he stated, with the type of 
membership LAA has, will be faced 
and met with intelligence and fore- 
sight. 

A sales promotion and _ editorial 


workshop will be held under the aus- 
pices of the educational committee in 
St. Louis April 3-8, 1955. 

After a frank discussion of the Daw- 
son committee report, as it related to 
the LIAMA and LAA, it was agreed it 
would be impractical for the two as- 
sociations to attempt a merger. 

Mr. Morris said the symposiums on 
public relations and three round table 
meetings had been topnotch. He ex- 
pressed his thanks to the committee 
members whose work had been re- 
sponsible for making the annual meet- 
ing a success. 

The LAA man lives perpetually in 
the climate of ideas and is engaged in 
what is perhaps today’s most vital and 
specialty, the wholesale communication 
of ideas, said Mr. Morris. The purpose 
of the meeting is to help him crystal- 
lize this concept of himself as a man 
with many responsibilities, he said. 

In a single day he may be assigned 
tasks assisting everyone from the pres- 
ident of his company to the basket boy 
and each job is a new challenge and 
a new opportunity, Mr. Morris stated. 

The greatest blessing in looking back 
over the history of LAA is its leader- 
ship and the close personal friend- 
ships that have grown among the mem- 
bers. “It is a remarkable fact that 
while we have had only 21 presi- 
dents, four of whom have left the busi- 
ness or are deceased, six are here with 
us today,” he said. This is significant 
particularly because many of these 
have moved into positions of greater 
responsibility that may not be directly 
associated with advertising, sales pro- 
motion and public relations; yet their 
“abiding friendship for LAA brings 
them back to our annual meetings year 
after year,” he said. 

Mr. Morris spoke of the free ex- 
change of material and ideas among 
competing companies and the numer- 
ous wives who attended the business 
sessions as indicative of the friendly 
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The Aid Association furnishes up-to-date sales kits, numerous 
promotional items, and modern plans of insurance to assist its field 
men in their selling efforts. New representatives attend Home Office 
indoctrination schools, and are further trained by their general 
agents, and through Home Office correspondence courses. 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 
Home Office: Appleton, Wisconsin 

















@ For additional working capital . . . 
for expansion 

© To pay off indebtedness . 
protect your credit 


John H. Weber, president 





General Agents and Agents 
HAVE YOUR MONEY ON YOUR VESTED RENEWALS NOW 


PLEASE CALL OR WRITE FOR PROMPT, CONFIDENTIAL SERVICE... 


628 U. S. National Bank Bldg. 
RENEWAL GUARANTY CORP. Denver, are ¢ Phone ciate 5-7360 


@ To buy or remodel your home 

@ To take advantage of today's in- 
vestment opportunities 

@ Loans made at bank interest rates 








atmosphere and sharing of ideas which 
is especially characteristic of the asso- 
ciation. 

“Come the day when you realize 
more and more the great opportunity 
which each of you has, and as you per- 
form your functions with greater and 
greater effectiveness, I say to you that 
you will come into the acclaim which 
you deserve, and this job which now 
requires the wearing of many hats, 
will get recognition,” Ralph R. Louns- 
bury, president of Bankers National 
Life and president of American Life 
Convention, commented, describing the 
versatility of the typical LAA member. 
This recognition, he hoped, would be 
the award of a vice-presidential crown. 

An ingenious thinker some years 
back divided mankind into three 
groups. These consisted of those who 
liked to work with and influence peo- 
ple, those who liked to work with 
ideas, and those who liked to work 
with things. The job of the LAA man, 
Mr. Lounsbury said, encompassed all 
three kinds of work. He must under- 
stand all phases of the business and 
have a diversity of aptitudes and in- 
terests to fit the various jobs he is 
called upon to do. 

Richard S. Haggman, Kansas City 
Life and program chairman, pinch hit 
in the absence of A. L. Cawthorn-Page, 
Metropolitan Life. He pointed out that 
a study showed there are 40,000 peo- 
ple in the daily mass audience of an 
average size life insurance company. 
This is, and is being recognized, as a 
huge responsibility from a public re- 
lations standpoint. People haven’t 
changed in any essential from their 
antecedents in this century but the 
means of influencing their mass re- 
actions, instincts, and interests have 
developed so as to make it seem as if 
there had been none before. In LAA, 
he said, there is unanimity of interest 
in the many aspects of these mass com- 
munications. 

Urging everyone to inspect the dis- 
play of advertising and sales promotion 
material, he said the exhibits were bet- 
ter than ever, if that were possible, and 
the common denominator behind all 
was effective mass communications. 

In the greatly expanding American 
market, the time has come to think big 
and sell more, Stephen A. Douglas, di- 
rector of sales promotion Kroger com- 
pany, asserted. The sales promotion 
man is a promotional expediter. Noth- 
ing will ever be attempted if all pos- 
sible objections must first be overcome. 
All merchandising must have a plan. 
There are four parts to such a plan: 
Create the value; plan distribution so 
the product is a value at point of sale 
and at point of use; present the value 
to the organization and to the customer, 
and follow through to maintain the 
value at point of sale and point of use 
to continue successful sales. 

Three points about the business from 
the viewpoint of a citizen and buyer of 
insurance were emphasized by William 
G. Werner, director public and legal 
services, Proctor & Gamble Co. He sug- 
gested that LAA men look to defining 
their business to the public with vigo- 
rous, hard-selling information so that 
people understand it better; look for a 
theme which definitely relates the bus- 
iness to the public interest and that all 
advertising and public relations activi- 
ties be tied to that theme, and that they 
start all of their thinking right at home 
in setting an example to demonstrate 
that acceptance of public responsibil- 
ity, with insurance people, does begin 
at home. 

With the many ramifications of the 
advertising and sales promotion man’s 
job, there are no limitations to crea- 
tiveness and to the myriad opportuni- 


ties for achievement to which he is ex- 
posed, Mary Hindermann, wife of 
Richard L. Hindermann, Pan-Amer- 
ican Life, declared in her comments on 
“A Tip of the Bonnet to LAA”. There 
is a fascinating variety in the life of the 
advertising man and both he and his 
wife are blessed, he in his opportunity 
to express his imagination and creative 
ability and also his wife for having the 
privilege of helping and growing with 
him, she said. 

Mrs. Hindermann lived up to her 
billing as one of the most beautiful 
women in the glamorous city of New 
Orleans. After her talk, W. A. Neville, 
Great-West Life, who was presiding, 
presented her with an orchid and a hat 
box containing a certificate for the 
purchase of a hat on behalf of the as- 
sociation. 

At the luncheon, James Ratliff, sec- 
retary of “The Cincinnati Enquirer,” 
described in dramatic fashion the suc- 
cessful fight the employes of that 
newspaper made in 1952 to preserve 
its identity when its sale to a rival 
paper appeared almost inevitable. 

The Southern Round Table members 
had their annual brerakfast. 

Myron Jones, assistant superintend- 
ent of agencies, Union Central Life, 
presided at the opening session of the 
meeting and introduced Mr. Hansel- 
man. 

The Cincinnati companies, Ohio Na- 
tional, Union Central, Western & 
Southern, and Inter-Ocean were hosts 
at a reception preceding the annual 
dinner dance. 

Morgan S. Crockford Excelsior Life, 
chairman educational committee, told 
of the plans for the editorial and sales 
promotion workshops which will be 
held next April in St. Louis. 

Edwin P. Leader, Bankers Life of 
Nebraska, general chairman, reviewed 
the highlights of the program and paid 
tribute to the committees whose work 
had made the convention possible. 

The resolutions were presented by 
Charles C. Fleming, Life of Virginia. 


Opens New Ind. Office 


GARY, IND.—A new branch office 
of New York Life was opened with 
public ceremonies in the Gary Na- 
tional Bank building at 504 Broad- 
way. Phillip H. Kammerer has been 
appointed manager. He has been with 
the company since 1949. Clarence I. 
Skogler has been appointed cashier. 


WANT ADS | 


8 per inch per insertion—1 inch mini- 
mum. Limit—40 words per inch. Deadline 5 P. M 
a | in el office—175 W. Jackson Blvd. 
Individuals pl: ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
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ACTUARIAL OPPORTUNITY 
Firmly established, rapidly growing, mid- 
western company with approximately 
$700,000,000 of insurance in force offers 
excellent opportunity in the actuarial field. 
There is an immediate opening in the Or- 
dinary Department for a young man who 
has passed four or more examinations of 
the Society of Actuaries with the intention 
of completing all of them. Starting salary 
up to $9,000 depending on qualifications. 
Employee benefits are second to none. 
Moving expenses will be paid by us. All ap- 
plications will be kept strictly confidential. 
Address B-1, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








SUPERVISOR WANTED 
in LOS ANGELES, CALIFORNIA 


Man with successful Life Insurance selling ex- 

perience, for a successful agency of 20 full time | | 

career underwriters. Please give a complete pef- : 

sonal history. Address B-5, The National Under- | | 

Pal Co., 175 W. Jackson Blvd., Chicago 4, 
nois. 
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Pan-American Names Purvis 


Associate General Counsel 


G. Frank Purvis, Jr., has been pro- 
moted to associate general counsel 
of Pan-American 
Life. He will han- 
dle all legislative 
matters for Pan- 
American and rep- 
resent the compa- 
ny in all questions 
arising with gov- 
ernment authori- 
ties. In addition, 
he will supervise 
the insurance pro- 
gramming depart- 
ment and the poli- 
wyhoiders benefit 
department in the 
preparation of set- 
tlement agreements and payment of 
benefits. 

In 1937 Mr. Purvis was appointed at- 
torney for the Louisiana department, 
and after war service he was appointed 
deputy commissioner. He joined Pan- 
American in 1949 as assistant general 
counsel. 


Equitable, Iowa, 8-Month 


Sales Set New Record 


Equitable Life of Iowa for the first 
eight months of the year had paid pro- 
duction of $85,329,094, a record amount 
for any similar period. Included in the 
period was the greatest single sales 
month, March, when $15,384,001 was 
written. 

Joseph M. Dodge, chairman of De- 
troit Bank, has been reelected to the 
company’s board. Mr. Dodge served as 
a member from 1948 until last year 
when he resigned from this and other 
business activities to become director 
of the bureau of the budget. 





G. Frank Purvis 








Salary Program Shaped by 
Wilgus at LOMA Meeting 


(CONTINUED FROM PAGE 8) 


where it is going on salary costs, he 
said. It is apt to allocate too much 
or too little for salary increases and 
be completely unrealistic as to creep- 
ing salary costs in relation to “non- 
creeping productivity”. Few compa- 
nies actually try to allocate salary in- 
crease budgets to a department or a 
division by objective criteria. Without 
a properly constructed salary increase 
budget there is a tendency to try to 
give every employe a merit increase 
every year. 

Merit rating. If this technique is not 
usable for awarding salary increases, 
an effort will persist to give everyone 
an increase. Without a plan for de- 
termining the worth of individuals 
related to the salary increase budget, 
organizations are eventually going to 
have one rate for each position and 
give rewards without regard to produc- 
tivity. 

e * ao 

Determining salary savings as people 
are replaced and as turnover occurs. 
It is important to know at what levels 
these replacement savings occur most 
frequently. For example: If there is 
no turnover above a $70 or $75 em- 
ploye and increases are continuously 
given without regard to productivity, 
it is obvious that problems are de- 
veloping. 

Mr. Wilgus asked these questions: 
What techniques have we failed to 
use to keep them up to date? Have 
we had a yearly audit of all positions 
to determine whether they are proper- 
ly allocated? Have we measured each 
Position’s worth internally and extern- 
ally against similar jobs? Have we 
allowed some positions to be paid ex- 
orbitant rates to met labor crises? 
Have we upgraded jobs to meet pres- 
Sures within the company without 


thought to the effect on the whole 
structure? 

Many companies with salary plans 
that provide ranges for positions are 
seeing this creeping problem, he said. 
A great host of individuals are ap- 
proaching the maximum of their salary 
ranges. Some companies have adopted 
super-ranges to reward long service 
employes who have been at the maxi- 
mum for a number of years. This is a 
make-shift method and eventually will 
bring about a new maximum for all 
ranges. 

The easy way out, he said, that of 
deciding to pay a type of position one 
rate, could be a blow to a salary ad- 
ministration plan designed to reward 
productivity and capacity and might 
remove the hope of being able to rise 
to a higher rate of pay. 


Perth Amboy Gets 


Colonial Life Cup 


The Perth Amboy, N. J. branch of 
Colonial Life has received the presi- 
dent’s cup for the first six months in 
sales volume competition with other 
branches. It has now received the cup 
three times and will keep the group C 
award permanently. Richard B. Evans, 
president, presented the cup to John 
Vanderstar, manager, at a dinner at- 
tended by the field staff and their 
wives. Among the guests were Mrs. 
Richard B. Evans, James G. Bruce, 
vice-president and secretary, and Mrs. 
Bruce; and Harry W. Rice, superin- 
tendent of combination agencies, and 
Mrs. Rice. 


Palmer on Western Trip 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, is currently on a 
western trip during which he will visit 
several of the company’s agencies and 
speak to a number of business and 
civic groups. He is accompanied to the 
northwest by Charles G. Heitzeberg, 
2nd vice-president and director of 
agencies. They will be joined by Wil- 
liam M. Whitesell, vice-president, who 
will make part of the trip. 











Pru Advances Pagurek 

Anthony F. Pagurek has been named 
head of Prudential’s Laurel district 
at Wilkes-Barre, Pa. He succeeds Com- 
inic P. Comardo who has transferred 
to Buffalo as head of the company’s 
South Park district. Beginning as an 
agent 23 years ago, Mr. Pagurek be- 
came staff manager at Bayonne, N. J. 
in 1937. 


Bankers National Has 
Training Sales Clinics 


An extensive program of regional 
training sales clinics is being held by 
Bankers National Life. The first will 
be at Hartford Oct. 11, and in succeed- 
ing weeks regionals will be at Mont- 
clair, N. J.; Philadelphia, Maryland, 
Delaware, Virginia, Cleveland, Michi- 
gan and District of Columbia. 

Each meeting will consist of discus- 
sions of the latest developments in the 
business, the internal revenue code and 
pension trust planning. There will also 
be short discussions on current prac- 


tices and procedures of the company, 
introduction and use of new sales aids, 
pre-approach material and the in- 
stallation of a broker bulletin mailing 
service. 





U.S. Life Appoints Agents 


U. S. Life has appointed Insurance 
Consulting Service as general agents in 
Flushing, N. Y. Sidney Appelbaum, 
principal of the firm, joined Metro- 
politan as an agent in 1928 and was 
with Travelers from 1949 to 1954. Also 
in his firm are Mr. Appelbaum’s two 
sons, Arnold and Bertram. 
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EACH EMPLOYERS CONTRACT 


is carefully negotiated, 


skilfully built, then 
equitably administered. 


This blend produces the 
service that satisfies 
through long years of 
pleasant co-operation. 


KANSAS CITY 


NEW YORK CHICAGO 


SAN FRANCISCO 
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No. 5 in a series of 
father-son combinations 
in the 
Modern Woodmen 


Agency Force. 
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THE GWALTNEYS OF TENNESSEE 


WM. I. GWALTNEY 


"Bill" Gwaltney, Greeneville, Tenn., became a 
District Manager in 1951, following a “prepping” 
period under the capable tutelage of his father. 
That he is fast becoining the second competent 
life underwriter in the Gwaltney family is shown 
by his new business volume for the past three 
years. A keen student of life insurance, Bill has an 
exceptional record in fitting the contract to 

the client's needs. His work in the juvenile field 
has been particularly outstanding. ¢ 


OLIVER GWALTNEY 


District Manager Oliver Gwaltney, Gordonsville, 
Tenn., has been a consistent producer of good 
quality business since b ing iated with the 
Modern Woodmen Agency force in 1932. He 
has held membership in the Society's top 
production clubs for the past 14 years and is 
maintaining that same pace for 1954. His success 
and high regard for the Modern Woodmen 
Agency program, caused his son "Bill" to choose 

a similar career with this Society. 








Increased earnings and the opportunity to 

“get ahead" are built into the future of the 
Modern Woodmen agent. If you want a career 
with a future—one that will give you an opportunity 
to use your talents to the fullest— there's a 
place for you at Modern Woodmen. 


lsindai i MODERN 


PROTECTiy| © WOODMEN 
Cll OF AMERICA 


ROCK ISLAND, ILLINOIS 
Assets exceed $182,000,000 
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Washington is NALU Home 
Site: Chicago Rejected 
(CONTINUED FROM PAGE 1) 


board’s unanimous vote last Satur- 
day “recognizes the choice of our mem- 
bership,” as expressed in the mail 
ballot. He emphasized the complete 
agreement of the backers of New York 
and Chicago on the democratically ex- 
pressed choice of the membership. 
Commenting on NALU’s internal sit- 
uation, Mr. Walker said: “We are 
united today as never before and in the 
best financial position we have ever 


WHEN YOU SELL 


enjoyed. In the person of Lester O. 
Schriver we have found the ideal 
managing director. We will soon have 
a superb new workshop and anticipate 
few if any losses of staff people in 
our move to Washington. 

“In the opinion of the board and 
myself, the National association is on 
the threshhold of our greatest growth 
in membership and our greatest oppor- 
tunity for service. The life insurance 
today needs the voice of NALU as 
never before and we have every op- 
timistic right to set our sights with 
confidence.” 

The location committee, headed by 


you can be certain that 
your prospects gain 
the marked advan- 
tage of... 


Mutual Trust has been 
soundly and economically 
managed for the benefit 
of its policyholders on a 
purely mutual basis dur- 
ing its nearly 50 years of 
service with a strong 
general agency force 
operating in a stable 


territory. 
& 


Cal., Conn., fa., Ul, Ind., 
Mass., Me., Mich., Minn., 
N. H., N. J., N. Y., N. D., 
Ohio, Pa., R. |., Vt., Wash., 
Wis. 





@ LOW NET COSTS 
@ FLEXIBLE SETTLEMENT OPTIONS 
@ NET LEVEL PREMIUM RESERVES 
@ A STRONG SURPLUS 


PROFITABLE FIELD OPPORTUNITIES AVAILABLE 
Write to the Agency Secretary 













LIFE INSURANCE CO. 


135 South LaSalle St., Chicago 


THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 


for a permanent connection. 


© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, medical and nurse 


benefits. 
@ Complete substandard facilities. 
@ Educational program for fieldman. 


Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 





Charles E. Cleeton, Occidental of Cal- 
ifornia, Los Angles, a past president of 
NALJU, is now selecting a site in the 
Washington area, Mr. Walker revealed. 

“We expect rapid progress in acquir- 
ing for NALU the best possible work- 
shop for serving our membership and 
at the same time a gracious and digni- 
fied memorial building that will be a 
source of pride to us all,” Mr. Walker 
concluded. 

At the fellowship luncheon, the last 
“public” gathering of the NALU con- 
vention, Vincent B. Coffin, senior vice- 
president of Connecticut Mutual, was 
announced as the winner of the John 
Newton Russell award for outstanding 
service to the institution of life insur- 
ance. The presentation was made by 
John D. Moynahan, Metropolitan Life, 
Chicago, past president of NALU and 
chairman of the award committee. 


In citing Mr. Coffin for this year’s 
award, Mr. Moynahan said: 

“Vincent B. Coffin, CLU, has exem- 
plified the concept of the career life 
underwriter since his entry into the 
Carnegie Tech insurance school from 
which he graduated with the first class 
in 1919. He has maintained a constant 
interest in life underwriter education 
and training ever since that time. His 
interest in the development of men to 
render better service to the insuring 
public has influenced his every activity 
in the life insurance field for almost 
35 years. His qualities of leadership, 
his high ideals of life insurance mer- 
chandising, his constant search to 
bring out the best solution to a prob- 
lem have benefited literally thousands 
of men and women in our profession 
through his unstinted and untiring ef- 
forts. 

“As a field underwriter he was ac- 
tive as an official in his local and state 
associations, but he found time to 
teach life insurance courses at New 
York university. His entry into home 
office work was naturally in*the edu- 
cational field, and although his respon- 
sibilities have been broadened to a 
much wider scope, his interest in edu- 
cation and insurance marketing re- 
search have continued, as evidenced by 
his writings, his lectures and his many 
appearances as a speaker on local, state 
and national association programs. 
Since 1931, when he became associated 
with his present company, the Con- 
necticut Mutual, of which he is now 
senior vice-president, he has super- 
vised the company’s educational activ- 
ities. 

© o e 

“In the industry at large, his talents 
have been freely given, and gladly 
recognized. He is a great leader of 
men and inspires confidence and en- 
thusiasm in those who work with him. 
He is modest and quick to give credit 
to others. His skill in bringing together 
a diversity of viewpoints and recon- 
ciling differences of opinion, has made 
his work with committees most effec- 
tive, and his services are continually 
sought in this direction. His name is 
inseparable from the early and present 
history of the Life Insurance Agency 
Management Assn. and the Life Under- 
writer Training Council. His work 
with the Life Insurance Assn. of Amer- 
ica encompasses a wide field of prob- 
lems solved. The American College of 
Life Underwriters, of which he is a 
director, likewise benefits from his 
experience and skill. 

“Mr. Coffin has not only rendered 
direct service to the life insurance in- 
dustry but has increased its prestige 
through service to numerous educa- 
tional, civic and social organizations, 
ranging from his trusteeship of Wes- 


leyan university, his alma mater, to 
his membership on the National Board 
of Community Chests and Councils of 
America this year. 

“The motivating characteristic of 
all his work is his capacity for friend- 
ship in the richest, fullest sense. It is 
through this quality, added to his edu- 
cational and inspirational talents that 
many whose paths have crossed his 
have progressed in our business. 

“The award committee, in considera- 
tion of his long, continuous and out- 
standing service to the institution of 
life insurance above and beyond the 
call of duty, does hereby name Vincent 
B. Coffin, CLU, the recipient of the 
John Newton Russell memorial award 
for 1954.” 


David B. Fluegelman, Connecticut | 


Mutual, New York City, and last year’s 


president of NALU, presided at the | 


final function of the Boston meeting, 
the fellowship luncheon. He presented 


NALU’s newly elected officers, trus- | 


tees, past NALU presidents, officers of 
the Boston association and its conven- 
tion committee chairmen. 

Mr. Fluegelman remarked that at 


the last NALU convention in Boston in | 


1947 he had announced his candidacy 


for trustee and that since that time | 


he had held various offices and that 
now in presiding at the fellowship lun- 
cheon he was engaged in his last of- 
ficial act for the association. 


Mr. Fluegelman presented the retir- . 


ing president Robert C. Gilmore, Mu- 
tual Benefit, Bridgeport, Conn., a sil- 
ver cigarette box upon which were in- 
scribed the names of the board mem- 
bers and officers that served with him 
during his presidential term. 

Mr. Gilmore presented the presiden- 
tial gavel to newly elected president 
Robert L. Walker, Peninsular Life, Or- | 
lando, Fla. Mr. Walker spoke briefly | 
but seriously about the founders of the 





NALU who brought the organization 
into being in Boston 65 years ago, the | 
accomplishments of the association, | 
and some of the problems that may re- f 
quire solution in the future. : 


eagreras 


e e e 

Among these he mentioned the pos-/ 
sibility of the continued expansion of/ 
mass selling; the sale of mutual funds’ 
securities combined with life insur-/ 
ance and the possibility of another! 
round of increases in social security| 
benefits. He said that NALU has de-/ 
clared war upon the sale of tontine} 
policies. He brought up the question 
of whether the value of the service of 
the agent is lower today than it was 
formerly, saying that life insurance 
cannot be bought as a commodity but 
has to be sold as a way of life. He said} 
that the individual agent has built 
up the life insurance business of the 
country as it now exists. He predicted 
that within the life expectancy of his 
audience there would be a total NALU 
membership of 100,000. He gave his 
talk in a rousing and vigorous manne. 

The past presidents in addition to 
Mr. Fluegelman and Mr. Gilmore were 
J. Stanley Edwards, Aetna Life, Den- 
ver (retired); Charles J. Zimmerman, 
managing director LIAMA; Grant Tag- 
gart, California-Western States, Cow- 
ley, Wyo.; Charles E. Cleeton, Occi- 
dental of California, Los Angeles; John 
D. Moynahan, Metropolitan, Chicago; 
Lester O. Schriver, managing directo! 
NALU, and William H. Andrews, Jef 
ferson Standard, Greensboro, N. C. 

A group of officers’ and past presi- 
dents’ wives were introduced. 





Elmer L. Lindseth, president 
Cleveland Electric Illuminating Co, 
has been named a director of Equitablt 
Society. 
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Time to Take Stock of 
A&H,].H. Smith Says 


(CONTINUED FROM PAGE 7) 
cancellation device as a substitute for 
actuarial soundness. 

“What we apparently do is to under- 
take a risk that we know on the aver- 
age naturally increases with age, but 
we use a premium adequate only at 
the young ages; and then we try to 
prevent the natural, average increase 
in aggregate risk by cancelling those 
who become bad risks even though as 
individuals they are not at fault. Aside 
from the ethical and public relations 
questions involved, don’t we have to 
decide, just as life insurance did long 
ago, that we should set up reserves in 
early durations to meet increasing 
costs?” the speaker queried. 

“As for the matter of increased cost 
due to generally increased frequencies 
in medical techniques and charges, I 
think Blue Cross has shown us how to 
handle it,’ Mr. Smith said, “as they 
have a number of things: retain the 
right to change premiums for classes 
of policies—and then don’t fear to 
raise them when justified. Convince 
people they are getting more and they 
will pay more. Blue Cross has proved 
itcan be done.” 

He also wondered, “How long we 


can continue to say without important ° 


qualifications if the product we’re try- 
ing to handle is insurance. We already 
have a few instances where it isn’t 
insurance, as has so often been said 
about such items as maternity benefits. 
... Yet there is impending a possible 
important enlargement of the services 
of insurers in directions that are not 
insurance, strictly defined. In particu- 
lar, we may soon see such develop- 
ments as to the indigent, and possibly 


later, as to certain other classes, such 
as: the chronic ill.” 

Also there may be important politi- 
cal arguments in favor of using the 
insurance mechanism to handle the 
indigent. If they are worked into the 
insurance operation, arguments for 
state medicine and financing will be 
substantially decreased. 

Mr. Smith said there should be de- 
veloped some device for handling pro- 
tection for people who are aged and 
infirm also, even though the risk is 
“frightening from the insurance view- 
point.” He was glad to see the subject 
high on the list for the Joint Com- 
mittee on Health Insurance. 

Health financing is more and more 
a public concern, and health insurance 
which in essence is health financing 
becomes basic and so vital to the na- 
tion’s economy and society that it no 
longer avoids public concern. In that 
fundamental sense, health insurance 
simply is no longer a private matter, 
said Mr. Smith. He listed several of 
the recent developments and activities 
in the public arena bearing significant- 
ly on the business and the extent to 
which governmental authorities, legis- 
lators, educators, writers and other 
opinion molders are interested in 
health insurance. 

“Essentially we are perhaps as much 
‘public’ as our public utilities,” the 
speaker declared and queried: “Can 
we just keep on plugging away—busi- 
ness as usual? I, for one, feel that the 
answers to these queries are unques- 
tionably to be found in the proposi- 
tion that if we do not measure up 
fully in the public’s balance scale, we 
shall be discarded, probably abruptly. 
In my opinion, there is no doubt that 
this is the most important, most funda- 
mental fact to be faced. We simply 
cannot allow ourselves the luxury of 
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REPUBLIC NATIONAL LIFE 
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Theo. P. Beasley, President 


life insurance in force exceeds 


$590,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation .. . 
Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 
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complacency that the current political 
climate makes so attractive...Our 
duty is to provide the best and widest 
possible services for the public and 
equally it is our duty to demonstrate 
to the public that the services we so 
provide are the best for it.” 

He stressed that the time has come 
to mount a full effort behind both 
public service and public relations. PR 
is not so clear cut as public service 
and the industry has not had too 
much experience with it, he said, “but 
we know that people want and expect 
more of insurance than can properly 
and successfully be provided...It is 
essential to our future to undertake a 
program that will explain our services, 
justify them and teach the public the 
principles which we believe.” 

He advised getting behind the Joint 
Committee on Health Insurance as ad- 
vocates of and as active participants 
in a broad public relations undertak- 
ing. “It is only thus that we can hope 
for public acceptance and approval of 
a sound, proper program of health in- 
surance service.” 

Mr. Smith also discussed the value 
of trade associations and said among 
other things that they should be spe- 


cifically charged with the duty of in- 
forming the industry as to what criti- 
cisms and suggestions the public is 
making and that the trade associations 
must “help us pass judgment on vari- 
ous ideas.” 


——__—— 


New Mutual, N. Y., ‘Juvenile’ 


A “juvenile expander plan” for $2,- 
000 minimum insurance has been an- 
nounced by Mutual of New York. A 
gradual increase in protection without 
increase in premium rates gives in- 
sured at age 21 two and a half times 
the protection he had when the policy 
was issued. At age 21 the policy may 
be converted non-medically to an en- 
dowment-at-65. 

If, before the child is 25, the father 
or other purchaser dies or is iotally 
disabled, premiums are waived and 
the policy stays in force under an op- 
tional provision of the juvenile con- 
tract. Double indemnity can be in- 
a if the child is at least 5 years 
old. 

If the child dies after six months of 
age and before 21, the death benefit 
includes the face value plus an amount 
equal to the annual premium for each 
year during which the policy has been 
in force. This provision varies in New 
York state and Canada. 
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ance. Enclosed with Home 
Office’ mailings of i 
5, "'Towertalk" features 
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and ‘other topics pertinent to 
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Management Must Remodel 
Methods, Baker Says 


(CONTINUED FROM PAGE 5) 
policyholders can receive payment of 
claims, surrender or loan checks or a 
new policy contract in a matter of 
hours, from their local office, the com- 
pany that cannot supply equally 
prompt service is going to be at a tre- 
mendous competitive disadvantage. 

One of the first problems, no matter 
which concept is decided upon, will be 
that of overall company organization. 
Many individual company organiza- 
tional charts, he said, show evidence of 
the “Rube Goldberg influence”. There 
are totally unrelated functions com- 
bined under one jurisdiction or func- 
tions which belong together assigned 
to different departments. 

Those familiar with home office 
operations recognize how these things 
come about. More than a decade of 
rapid growth has made it necessary 
for individuals in all companies to as- 
sume increasing responsibilites until 
the orginal organizational patterns 
have been forced out of shape. 

To get the best results from either 
or both programs, new patterns will 
have to be developed. The organiza- 
tional structure is the blueprint which 
will determine and control the person- 
nel, procedural and equipment re- 
quirements that will implement any 
such programs. 

In the case of new equipment, one 
of the first problems is the selection 
of the machines. There is a strong 
tendency to say, “Let’s not bother with 
any of them until things settle 
down”, but no matter how difficult the 
choice, those in management who are 
responsible for this kind of planning 
must stick their necks out, choose 
equipment and start working out pro- 
cedures. 

Management must be prepared to 
create entirely new sets of operating 
standards that will be as radically 
different from those that are known 
as current equipment from that which 
is in prospect. The changes will not 


merely be in degree, he said. They 
will be basic changes affecting the en- 
tire method of operation. Management 
must be ready to accept new concepts 
of handling and storing information. 
Basic records which have always been 
relied upon will no longer exist and 
calculated procedural risks will have 
to be accepted. This will require a 
great deal of missionary work through- 
out the many organization levels in 
the companies. 

Only through development and ac- 
ceptance of these new concepts, as well 
as the willingness to use in the maxi- 
mum advantage every tool that science 
can make available, can management 
hope to keep pace with the ever- 
increasing work loads which come as a 
result of the rapid and _ constant 
growth taking place in the business, 
he said. 


To carry out a program of decen- 
tralization, one of the first hurdles 
management must overcome is a men- 
tal one. It has always seemed a some- 
what prejudiced belief that any paper 
work originating in a field office was 
totally unacceptable until checked and 
rechecked by the infallible home of- 
fice personnel. Management must get 
over this. There is no valid reason why 
the employe in the field cannot be 
trained to be as careful and as accu- 
rate as the home office worker. 

A new look must be taken at what 
constitutes an adequate set of field 
office records. Controls will have to be 
established to determine maintenance 
standards for those records. Responsi- 
bility and authority must be delegated, 
as must be the extent and limitations 
of such delegation. Home office pro- 
cedures will have to be realigned as 
they relate to these delegated func- 
tions. Proper checks and controls will 
have to be established and maintained. 

The gain, he said, includes better 
service to policyholders, a reduction in 
the ever-increasing bulk of forms and 
correspondence which flows in a con- 
tinuous stream from the field to the 
home ofice, and some diminishing of 


"'Wes' Fesler--—-—former Minnesota football coach-——— 
3-time All American-—-recently played the part of 
god-father in a re-christening ceremony that saw the 
name of our ~~ estate builder changed to ‘Junior 


All American' 


'Wes' claims it's the greatest thing 


in children's’ insurance he has ever seen. 


"'I'm only sorry it wasn't available when I was a 


youngster,' he says. 


"To us who have been selling this wonderful plan 


since 1947, that really wasn't anything new. 


But 


it's always nice to hear it from a man with such 
outstanding good judgment as Fesler. 


"Makes us realize how lucky we are to have such 
greai sales tools available to us as Nalac puts int~ 


our sales portfolio." 
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on those that involved a tax liability, the paper work would add heavily to 
the cost of doing business. It is hoped that before the regulation is officially 
promulgated the status of benefit payments will be clarified so as to exclude 
insured A&H payments from the withholding requirement. 

The proposed regulation would amend regulations 120, section 406.207 and 
the language that is causing concern is this paragraph: 

“If, under an accident or health insurance plan, payments for a period of 
absence from work on accouunt of injury or sickness are made to an employe 
by a person who is not the employer for whom services are performed but who 
is regarded as an employer under the provisions of 406.205(C), and such pay. 
ments are attributable to contributions by the employer which were not in- 
cludible in the gross income of the employe, the rules provided in the pre. 
ceding subparagraphs shall apply. However, form W-2 shall not be required 
under the preceding subparagraph in any such case in which, by reason of 
section 105(D), no amount was withheld on any of the payments. For ex. 
ample, if under the insurance plan the weekly rate of payment does not ex- 
ceed $100 and no payment is made for absence on account of illness, unless 
there is one day hospitalization, so that all of the payments under the insur- 
ance plan are excludable under section 105(D), no withholding need be made 


and no form W-2 need be filed.” 


Banking Superintendent Pushes for More SBLI 
More savings banks could be in the business of life insurance, William A. 
Lyon, New York state superintendent of banks, declared at a special meeting 
of Savings Bank Life Insurance Council at New York. He said banks now in the 
business could use more outlets and branches from which to sell insurance, and 
more banks that do not sell it could do so. He said he hoped the legislature 
would liberalize savings bank branch powers despite the opposition of com-| 


mercial banks. 








the home office work load and, as a 
consequence, a savings in the cost of 
operation. 

Of the personnel problems which 
will evolve, changes in supervisory re- 
quirements will be most apparent. 
All companies have section heads, 
supervisors and perhaps even division 
managers who have spent their whole 
working lives developing the experi- 
ence, knowledge and skills necessary 
to the positions which they have at- 
tained. 

The new procedures or large scale 
mechanization programs will either re- 
quire different skills and knowledge, 
or may completely eliminate these 
supervisory positions. Management has 
a great responsibility toward these 
individuals and everything must be 
done within the limits of possibility 
to train these people for new assign- 
ments. If this is not practical, manage- 
ment has an obligation to find new and 
interesting work for them without im- 
pairing their opportunity for advance- 
ment while at the same time providing 
them with job satisfactions. 





Society of Actuaries Set 
for Boston Rally Oct. 20-22 


(CONTINUED FROM PAGE 1) 
navy department; Harry Walker, asso- 
ciate actuary Equitable Society, and 
Walter Shur, New York Life. 

Also, Manuel R. Cueto, actuary New 
York Life; J. Gordon Fletcher, actuary 
Canadian government annuities de- 
partment of labor, Ottawa, and Annie 
Mary Lyle, underwriting research ana- 
lyst, Prudential. 

The second day will begin with a 
continuation of the discussion of pa- 
pers and in the afternoon there will be 
a panel on the “Implications to Insur- 
ance of the 1954 Internal Revenue 
Code.” Moderator is Albert Pike, Jr., 
actuary Life Insurance Assn., and par- 
ticipants are James A. Hamilton, con- 
sulting actuary, Wyatt Co., Washing- 
ton, D. C.; Ernest J. Moorhead, associate 
actuary New England Mutual; Ray M. 
Peterson, vice-president and actuary, 
Equitable Society, and Ralph J. Walk- 
er, vice-president Pacific Mutual. 

There will be an informal discussion 


that afternoon at 4 p.m. on underwrit- 
ing, considering the following points: 
In view of the low rates of mortality 
currently experienced on_ standard 
lives, particularly at the younger ages, 
is the standard classifications too nar- 
row? 





e @ e 

Do substandard extra premiums at! 
the lower ratings make fair provision | 
for the addition of expenses incurred} 
on substandard policies? 

What problems are encountered in 
issuing life insurance on persons resid-| 
ing outside the continental United i 
States and Canada? What changes have; 
been made recently in non-medical 
selection and why? 

How could greater use be made of 
mortality or morbidity studies carried 
on by hospitals, clinics, government 
agencies, universities and others out- 
side of the life insurance business? 

The informal discussiong continue on™ 
Friday and treat with A&H. : 

Also, the informal discussions,’ 
under a general category, will con-/ 
sider: If a group is contemplating tak-| 
ing on a welfare program and has pre- 
determined annual premium or con- 
tribution available for benefits, what 
methods are available to decide the 
percentage of the premium that should 
be used for life insurance, weekly in-) 
demnity benefits, hospitalization and 
surgical beenfits, pensions, etc? 

What formulas have been devised for 
computing contingency reserves for 
possible losses on mortgage loans and 
real estate? Also, to what extent has 
it been found practical to pay divi- 
dends on: Annuities in the benefit 
stages and/or supplementary contracts 
involving life contingencies after ex- 
piry of the term certain period? If 
such methods have been found practi- 
cal, can the dividend scale be of the 
form that produces level or increasing 
dividends? Family income and _ other 
decreasing term rider benefits? Ex- 
tended term insurance? 

The final discussion was on, wha' 
practical methods have been developed 
for checking the adequacy of the value 
of annuities and settlement options 
derived from an annuity table withoul 
provision for mortality improvement? 
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“Of course I’m pleased—and proud, too—but if 
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it hadn’t been for something George Duncan 
did years ago, I might be out of a job—and 
everyone else who works for Apex. But George 
knew how important the company was to this 
town, and to all of us who worked for it. He 
talked J. T. into taking out business life insur- 
ance to make sure the company would continue, 
and that it would be run by those of us who 
helped build it up. That's the sort of thing that 





doesn’t get printed in newspapers—but it ought 
to be.” ' 


.derwrit- 
t points: 
mortality 
standard 
ger ages, 
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Unsung publicly, perhaps, but highly 
raised privately—that’s the great good i 
ortune of the life insurance salesman 
who, by selling business life insurance, 
protects people in their jobs and com- 
munities in their economic welfare. 
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THE MAN FROM EQUITABLE STEPS CONFIDENTLY INTO TOMORROW 


He can apply his full energies to his job, protected by one of 
the finest over-all security programs in the insurance field today. 


Insurance for the insurance man— Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 


The coverage available to Equitable repre- 
sentatives includes: 


@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 


*for agent, wife and minor children 


More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 





than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. ; 






